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PORTRAIT OF A PREFERRED SOURCE 


FOR THIN-WALL 


In this modern, automated plant .. . specifically 
designed for fabricating thin-wall copper tube 
Viking men and machines are at work producing the 
finest tube for America’s foremost manufacturers of 
refrigeration and air conditioning units and coils. 


Utilizing the latest production engineering and quality 
control techniques, combined with the highest grade 
materials, Viking copper tube is unsurpassed for accu- 
rate tolerances, exact tempers and perfect uniformity. 
In designing this specialized fabricating facility, Viking 
has pioneered many of the industry’s newest automatic 
production and testing methods ... and is constantly 
improving and perfecting every step in the manufacture 
of Viking copper tube in a continuing effort to create 
copper tube that will do the job better, faster and at the 


lowest cost. 


COPPER TUBE co. 
CLEVELAND 10, OHIO 


PRECISION DRAWN SEAMLESS COPPER TUBE 
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ALCOS 


famous iL- FIX 


UR 
THE SMA RES 
40 Z cOR ALL FIXTY 


These are your benefits: 


Vv LIQUID CHARGED—Install in 
any position. 


Vv BUILT-IN PRESSURE LIMIT- 
ING ELEMENT—Prevents 
motor overload and motor 
burn-out. 

















THERMO® VALVES 


v WIDE RANGE SUPERHEAT 


>) ADJUSTMENT—2 to 20°F— 


: on ; i> Easy External adjustment fits 





















Petes § Standard Service Wrench. 


v REVERSE SEATING—Assures 
smooth feed at all loads. 


v RUGGED CONSTRUCTION — 
Brass, Bronze and Stainless 
Steel. 


Vv REMOVABLE STRAINER—At 
inlet-—Easy to clean. 


V CAPILLARY AT SIDE— 
Allows more head room for 
mounting. 











| Actual Size 
; 


J 














1ELD PROVEN MODELS FOR ALL THESE CAPACITIES: 
FREON-12 * 1/4, 1/2 and 1 Ton 

FREON-22 * 1/2, 3/4 and 1-1/2 Tons 

METHYL CHLORIDE * 1/2, 1 and 2 Tons 















¥¥/F THERE’S ROOM FOR YOUR HAND... 
THERE’S ROOM FOR AN ALCO 402 








Call your Alco wholesaler — Write for Specifications 
Bulletin No. 402. 


e BUY SECURITY 
e BUY QUALITY 


7804 * BUY ALCO 


The one complete line of refrigerant controls: Thermostatic Expansion Valves. Refrigerant Distributors 


Solenoid Valves - Suction Line Regulators - Flooded Evaporator Controls and Reversing Valves 
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BY C. B. RAMSDELL, MANAGER—MARKETING, AIR CONDITIONING DEPARTMENT, GENERAL ELECTRIC COMPANY 


SECOND PROGRESS REPORT 
on General Electric Air Conditioning Dept. 
CUSTOMER SATISFACTION Program... 


RIGID QUALITY CONTROL 
MEANS GENERAL ELECTRIC 


—a 


HEATING AND AIR CONDITIONING 


PRODUCTS ASSURE 
CUSTOMER SATISFACTION 


Constant safeguards and checks are maintained to 
assure superior quality in every step of the manufac- 
ture of General Electric heating and air conditioning 
products. The most modern facilities are employed for 
exhaustive test programs. All this is done to assure 


OIL- 


Oil furnace. High-pressure gun 
burner and other standard parts for 
easy servicing, replacement. Quick- 
heating ‘‘Vertifin” heat exchanger 
dependable safety features. 
Smallest model takes only 28°x 22” 
floor space. Only 55” high. All mod- 
els fire-tested, assembied, wired 
at factory. BTUH output, upflow, 
84,000 to 168,000—downflow- 
horizontal, 84,000 to 112,000. 


imperial gas furnace. 
Cast-iron Pinpoint” heat 
exchanger provides 
quick, economical heat. 
Simplified wiring, quiet 
performance, rugged 
construction. Smallest 
unit takes only 21”x 
30%” floor space. Only 
55” high. BTUH input (up- 
flow), 90,000 to 210,000. 


AND GAS-FIRED FURNACES 


CUSTOMER SATISFACTION —the satisfaction that 
means good will and continued profits. And, as a 
bonus, most of these processes tend to cut costs in 
the manufacturing operation, which means lower unit 
cost to the dealer. 


Stee! gas furnace. Smallest unit takes only 
15” x 28” floor space. Only 55” high. Minimum 
clearances approved by AGA:—sides, rear and 
combustible flooring, zero—front and flue, 6”— 
above plenum, 1”. Ideal for closet installation. 
Simplified wiring, quiet blower, advanced cast- 
iron burner design, ‘‘Thermal-Trap’’ heat ex- 
changer with 10-year warranty. Two types— 
one for normal heating and air conditioning, 
one for above-average cooling loads. BTUH in- 
put (upfiow and downflow), 75,000 to 150,000. 


All furnaces ‘‘grow” into year ‘round whole-house air conditioning by addition of G-E cooling coils. All handsomely styled in two-tone gray. 


AIR CONDITIONING UNITS FOR HOMES, STORES, 


WEATHERTRON ALL-ELECTRIC HEAT PUMP 
Cools without water, heats without flame. Safest 
method of heating and cooling ever. All automatic. 
Capacities, split systems 22, 3 and 4 tons— 
self-contained, 2/2 and 3 tons. Weathertron not avail- 
abie in all states. 


Cooling coils to convert warm-air furnaces into year 
‘round whole-house air conditioning. Type ‘‘A’’ for 
low headroom, upflow or downflow. Type ‘‘F’’ (fiat) 
for upfiow, downflow, horizontal. Five sizes: 24,000 
BTUH to 60,000 BTUH. 


Air handling units include blower, 
evaporator and filter. Horizontal 
(shown with optional diffuser) 
and vertical. For residential and 
light commercial application 
when used with remotely installed G-E air-cooled 
condensing unit. 2 through 5 tons. 


F 


Remote condensing units—factory-sealed—air-cooled 
—weather-proofed. May be placed on roof, in attic or 
cellar, on outside slab or shelf. Use with G-E cool- 
ing coils or air handling units. Five models —2 
through 5 tons. 


Packaged cooling unit — compact — air-cooled — self- 
contained. For use with or without duct. Decorative 
diffuser-filter frame for commercial in-space installa- 
tion. Install in attic, crawl space, cellar, hallway— 
on roof, slab—through transom, wall. 2, 22 and 3 
ton sizes. 
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OFFICES, FACTORIES 


GET YOUR SHARE OF 
AIR CONDITIONING PROFITS 
Now—get complete information about General 
Electric’s CUSTOMER SATISFACTION Program 
and a free copy of General Electric’s booklet on 
quality control. See your General Electric dis- 
tributor—or mail coupon today. 


GENERAL @® ELECTRIC 


Tyler, Texas 


OSC te. eee oe te 


| 
| 
| 
| 
| 
| 
| 
i 
| 
| 
| 
| 
4 


General Electric Company 
Air Conditioning Dept., Tyler, Texas 
Attn. Mr. C. B. Ramsdell, Manager—Marketing 


Please send me, without obligation, com- 
plete information on General Electric's Cus- 
tomer Satisfaction Program and a free copy 
of General Electric’s booklet on quality con- 
trol. | specialize in: 


CD Home heating and cooling. 
(Commercial and industrial air conditioning. 
0 Both. 


St crenienienatinaseasiliiaacs 


Address 
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How 
To 


Prevent COVER: How many air-conditioning and 
9 Dut Of 10 refrigeration firms in your trading area will 
Sudindsa close their doors this year, or next? In the 
article on pages 46-47 THE BusINEss pro- 

Failures poses an industry-wide cooperative educa- 
ek oe tional program that might keep 90% of 


cD them from going down the drain. 





FEATURES 


WE TIP OUR HAT TO AN ADVERTISER! 


ARI’s support of its air-conditioner certification program is smart marketing 


HOW TO PREVENT 9 OUT 10 BUSINESS FAILURES 


Tue BusINEss proposes a program to cut the mortality rate among contractor-dealers 


KING-SIZE HEAT PUMP 


A 640-ton air-source system provides year-round conditioning for a Chicago plant 


“WE NEVER EXPECTED SUCH SERVICE" 


. . that’s what customers tell this dealer who makes service his Golden Rule 


PLASTIC TUBING CUTS INSTALLATION TIME 


Dollars as well as man-hours were saved on this beverage cooling job 


WHAT'S THE STORY ON GE? 


We get some answers on this firm’s present and future air-conditioning activities 


SAVE TIME ON EVERY SERVICE CALL 


A call-by-call report on one mechanic’s use of an important service tool. 


NEWS IN REVIEW ... a new editorial service 


Highlights of recent industry news for the man too busy to read all the details 


GET IN ON THE GROUND FLOOR 


Good advice for the contractor who wants to sell to building management 


ICE MAKERS ALL OVER THE PLACE 


Aggressive selling made this statement true in a new Atlanta shopping center 


MAKE YOUR SALES MEETINGS SELL 


Here’s how to make them build business, not just waste salesmen’s time 


THE HEAT PUMP PRIMER — Part 2 


Outside coil defrost is big problem of air-source units. Here’s how to lick it 


HEATING COST CHART POINTS UP NEW CONCEPT 


Readers question efficiency figures published with Part 1 of Heat Pump Primer 


6 LETTERS 59 NEWS IN REVIEW 
10 ABOUT PEOPLE 69 APPLICATIONS MANUAL 
© Copyright 1959 by The Industrial Pub- 28 CALENDAR OF EVENTS 72 COMMERCIAL SALES 


lishing Corporation, Cleveland, Ohio 

Volume 16, Number 5 32 AS WE SEE IT 76 USEFUL LITERATURE 
e@ Accepted as Controlled Circulation Pub- 

lication at St. Joseph, Michigan. Postmaster 45 LET'S TALK BUSINESS 78 NEW PRODUCTS 

Send form 3579 to Room 800, 812 Huron 


Road, Cleveland 15, Ohio. 57 HERE'S HOW 108 INDEX OF ADVERTISERS 
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AEROVOX has the right 
replacement capacitor for 
those air-conditioning and 
refrigeration applications! 


Don't waste valuable time shopping around for the proper 
replacement capacitor. Save all that time and money by call- 
ing on your local Aerovox Distributor for ANY and ALL of your 
AC Capacitor requirements. You'll find your local Aerovox Dis- 
tributor your “one-stop” supply source because he stocks 
and sells the complete line of Aerovox motor-start and motor- 
run capacitors to meet every replacement application. 


Aerovox capacitors stay on the job longer because they are 
built better. Aerovox has supplied the major portion of AC 
capacitors to original equipment manufacturers. The same 
high quality materials and superior construction are incor- 
porated into all units for replacement applications. Don’t set- 
tle for “second-best” replacement parts, buy the best for 
the best in service...BUY AEROVOX! 


Write for name and address of your nearest 
Aerovox Distributor. 


AEROVOX CORPORATION 


DISTRIBUTOR DIVISION 
NEW BEDFORD, MASS. 


Circle No. 5 on Reader Service Card 


geration & Air-conditioning 


ASUS S—_— 


THOM MUIR Publishing Director 
Jim MCCALLUM Editor 
RICHARD W. BRACKER. . . Associate Editor 
ROBERT WALSH Associate Editor 
SCHOLER BANGS Western Editor 
HENRY LEFFER. ..........Eastern Editor 
ALARIC MAUSSER Art Director 
N. G. KISER Circulation Director 
Franchise Service 
HAROLD ROBERTS Representative 
RAY BINGHAM Production Manager 
REG RATTRAY Copy Preparation 


@ published monthly by 


The Industrial Publishing Corporation 
812 Huron Road Cleveland 15, Ohio 


IRVING B. HEXTER President 
LESTER P. AURBACH. . Exec. Vice President 
EDWIN M. JOSEPH Vice President 
LEE HAAS Vice President 
E. J. HEXTER Vice President 
ALAN J. KICHLER... . Ass’t Sec’y-Treasurer 


SALES OFFICES 


CLEVELAND 15 SUperior 1-9620 
gw 812 Huron Road, 8th Floor 


NEW YORK 17 ....... MUrray Hill 7-3420 
Lee Haas, Vice President 
Joseph M. Dematthew, Kepresentative 
V. R. Stein, Administrative Assistant 
e 60 East 42nd Street, Room 836 


CHICAGO 11 ‘ W Hitehall 3-1655 
Charles F. Geyer, Manager 
Earl Palmer, Representative 
@ 520 N. Michigan Avenue, Room 704 


LOS ANGELES 57 ... DUnkirk 7-5104 
Alan T. Cazier, Manager 
gw 672 S. Lafayette Park Place, Room 8 


LONDON, S.W. |, ENGLAND Victoria 2608 
John A. Lankester, Manager 
@ 31 Palace Street, Westminster 


Subscription Rates: United States and ons 
$7.00 per year, $12.00 for 2 years; Canada—$8.00 
per year; Foreign—$10.00 per year, except the 
United Kingdom. United Kingdom subscriptions £3.5.0 
per year, payable in Sterling to our London Office. 
Single copy price in U.S. .75 cents. All ons 
subject to individual acceptance by the publisher. 


Printed in U.S.A. 


The Industrial Publishing Corporation 
also publishes: 


APPLIED HYDRAULICS & PNEUMATICS 
INDUSTRY & WELDING 
MATERIAL HANDLING ENGINEERING 
MATERIAL HANDLING ILLUSTRATED 
MODERN OFFICE PROCEDURES 
OCCUPATIONAL HAZARDS 
POWER TRANSMISSION DESIGN 
PRECISION METAL MOLDING 
WELDING ILLUSTRATED 


THE BUSINESS 





SESS 
PANELBOARDS! « 
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SIZE2} | SIZE3} | SIZE1]} | SIZE 
15 HP 25 HP 5 HP 2 HP 


EXH. 
FAN 
t 


IT TAKES % IT TAKES 


41 HOURS ann6 FEET 12 HOURS ano 30 INCHES 
OF WALL SPACE TO INSTALL : OF WALL SPACE FOR THE 
AND WIRE SWITCHES SAME INSTALLATION WITH A 
AND STARTERS LIKE THIS QMB STARTER PANELBOARD 


Why mount separate starters and disconnect switches? 
It costs extra money. It wastes space. It takes a lot more 
time. QMB Starter Panelboards give you a safer in- 
stallation because you can’t open a starter when the 
switch is ON. They give you a much better looking 
job. Since they can even be flush mounted, they offer 
a lot more installation flexibility. QMB panelboards 
accommodate reversing and non-reversing starters, 
sizes O through 3. QMB switchboards and unit sub- Notice how the plug-in switch unit 
stations handle sizes O through 5. All of them are avail- caine = nears a 
able, factory-assembled and wired. Or get enclosures, when the switch is in the “ON” position. 
starters and plug-in switch units from your Square D It's easy to order these starter and switcl 


nee : units. See Page 57 in your Square D Digest and 
distributor for on-the-job assembly. snlen tions same oe 


EC&M weavy inpustry ELECTRICAL EQUIPMENT...NOW A PART OF THE SQUARE D LINE 


SQUARE J) COMPANY 
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TRUCO’ DOES IT AGAIN!!! 
TRIMS 70% FROM COST of previous 
unsuccessful methods in drilling 


JOB: Cut 60 holes 4” diameter through 8” reinforced concrete walls in 
storage elevators to get sample cores for determining compression strength 
of concrete. All previous methods used attempting to get these cores were 
abandoned because maximum cores obtained were only 4” long and, 
therefore, insufficient for adequate compression test. 


JOB SITE: Glidden Company, Chicago; storage elevators. 


DRILLING CONTRACTOR: Jones Hettelsater Contr. Company, Kansas 
City, Mo. 


TOOLS: Truco Heavy Duty 1000 rpm Hand Drill with integral Truco 
Water Swivel and Truco Diamond Drill Bit 4” O.D. The drill motor was 
mounted on Truco Drill Stand. 


OPERATION: Drilling was done from a small swing scaffold suspended 
at heights of 43 to 88 feet on the wall of the elevator. To assure good 
leverage for drilling, the Drill Stand was anchored to the wall of the 
elevator with two 14” bolts set in Ackerman anchors. Holes are provided 


in the base of the Drill Stand for this purpose. 


DRILLING TIME on each hole was 5 minutes and an average of 20 minutes 
was required to set up and anchor the machine at each hole. The time for 
raising and fastening the scaffold, connecting water hose, etc., was 30 
minutes per hole. Compare this with 3 hours per hole using a carbide core bit. 

All 60 cores were drilled with a single Truco Diamond Bit which had 
about 40°, of usable driiling life left in it at the end of the job. Drilling 
cost showed a reduction of 70°; over previous methods. 


Write for your distributor’s name. 


TRUCO MASONRY 
DRILLING DIVISION 


WHEEL TRUEING TOOL CO. 
69-3200 W. Davison Avenue °« Detroit 38, Michigan 


Circle No. 7 on Reader Service Card 


6 


GE Specifications Err 


Epitor: 

I am very impressed with the 
scope of the information contained 
on air-conditioning products in your 
March 1959 issue. It is too bad that 
I had to find a mistake with regard 
to the General Electric listing. 

It appears that you are a victim 
of a change in nomenclature which 
we are undertaking. If you will ex- 
amine the sheet we sent you, I think 
you will find that General Electric 
is offering an integral heat pump in 
2% and 3-ton sizes, and a split sys- 
tem heat pump in 24, 3, and 4-ton 
sizes. We 1-ton integral 
heat pump as you indicated in your 
listings. 


have no 


R. D. Foiey 

manager 

product planning, market research 
General Electric Co. 

Air Conditioning Dept. 

Tyler, Tex. 


Our apologies to GE. The in- 
formation they supplied us was 
correct. This proves once again 
that there’s many a slip ‘twixt 
source material and printed page. 


Is This A New Version of 
The Hidden Ball Trick? 


Epitor: 

I’ve read Thom Muir’s editorial . . . 
“It’s Your Ball Don’t Drop It!” 

. in Tue Business for April. 

We have had no meetings with the 
manufacturers relative to this prob- 
lem [the 5-year warranty] since 
September 10, 1958. In the interim 
I have made many requests for con- 
tinued meetings, and as late as Janu- 
ary 8 I had dinner with ARI manag- 
ing director George S. Jones in 
Washington, D. C. At that time I 
again suggested that we have a meet- 
ing in the near future to pursue the 
discussions we had had at previous 
meetings, among which was the 5- 
year warranty. 

But to date we have had no re- 
quests for a further joint meeting. 
This, of course, tends to make me 
believe that the manufacturers do 
not wish to pursue the discussions 
any further. 

As you well know, resolving the 
5-year warranty can come about only 
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through—and with—the cooperation 
of the manufacturers. They were the 
ones who initiated it, and they will 
have to be the ones to dissolve it. 
Continued letters from trade pub- 
lishers and and 
articles in trade papers such as yours, 
should help them to determine the 
proper course of action. 

J just thought I would make you 
aware of this situation so you would 
know that we no longer “have the 
ball”, as Mr. Muir so ably puts it, 
other than to continue to fight this 
evil through letters from individual 
members to the manufacturers and 


from contractors, 


going on record at our conventions 
as being against it. 

Grorce T. Howe 
chairman, trade relations committee 
Refrigeration and Air Conditioning 

Contractors Association 


More Reprints Requested 


Epitor: 

We would very much appreciate 
receiving 30 or 35 reprints or tear 
sheets of the article published in your 
February 1959 issue entitled “Don’t 
Sell Half a Job... just because the 
customer asks for it”, We would like 
to distribute these to our sales force. 

Wm. R. HoLiincsHap 
Deady Chemical Co. 
Kansas City, Kans. 


We did not reprint this particular 
article, but limited quantities of the 
complete February issue can still 
be supplied. 


* 


Epiror: 

We will be please' to receive the 
50 reprints that you | ave en hand of 
the article iitied “Your Stake in 
Water Conditioning” that appeared 
in your October 1958 issue. 

Unfortunately, however, this quan- 
tity will not be sufficient to cover our 
requirements. Therefore, we would 
like to have your permission to re- 
print several hundred more. 

Bert V. Tipiin 
’ sales manager 
Perolin Co., Inc. 


New York, N. Y. 


Although our supply of reprints 
of this article has been completely 
exhausted, permission to reprint 
locally will be granted upon spe- 
cific request. 


BUY FROM YOUR 
REFRIGERATION WHOLESALER 
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PIPE COVERING 


new, economical, low temperature insulation 


WIN Le 
UNI 


Uni-Crest, pipe covering, is an excellent 
low temperature insulating material, and 
is inexpensive to install and maintain. 

Uni-Crest’s low thermal conductivity 
(K factor), plus its high resistance to 
water and water vapor—are some of its 
prime qualities. It will not rot, mildew, 
or support fungus growth. 

Extremely lightweight, with a smooth, 
tough white surface, Uni-Crest is non- 
dusting, non-flaking, and easily cut and 
handled on the job. And Uni-Crest is 
inexpensive, too. 

For the address of the office nearest 
you, plus additional information about 
Uni-Crest pipe covering and an actual 
sample, please write to the address below. 


CREST DIVISION UNITED CORK COMPANIES 


Since 1907 


ae ao es 


tee 


BRANCH OFFICES OR APPROVED DISTRIBUTORS IN ALL 
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Engineering the temperature... 
WITH RECOLD’S NEW, POSITIVE O/L TRAP 


Recold’s Dri-Fan Evaporative Condenser 
with Oil Trap (patent pending) increases 
the efficiency of the entire ammonia 
system by eliminating oil from the low side. 


Write for detai/s today 


IR IEXCOILID 


7250 East Slauson Avenue, Los Angeles 22, California 


(eo. 
_ ie eee 
| ea ii, x 


RECOLD 


aN 


LT 
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An efficient and high capacity 
multiple cartridge filter-drier 
with a drying and flow capac- 
ity range up to 125 tons. 


Low Pressure Drop...No By-Pass Required 


875-CMS DRI-COR® Filter-Drier Cartridges for these new driers are self-sealing and 
self-positioning. It requires only a few seconds to insert the cartridges into the drier 
shell, resulting in a minimum of exposure to the atmosphere and loss of cartridge dry- 


ing capacity. Thus, the cartridges are clean, dry and complete—due to efficient design CAT. No. 875-CMS DRI-COR® 
and split second handling. FILTER-DRIER CARTRIDGE WITH 
The refrigerant flows uniformly over the total cartridge surface, through the desic- 3. OUTER PERFORATED GRASS SHELL 


2. BED OF GRANULAR MOLECULAR SIEVES. 
cant bed and each filter core. This results in maximum moisture and acid removal with 3. CERAMIC FIRED DESICCANT 


FILTER CORE 
high flow capacity and low pressure drop. 4. INNER DUTCH WEAVE MONEL SHELL 


. 7 . 5. PROGRESSIVE FILTRATION 
These brass driers contain from two to five cartridges and are available with con- 6. ONE SIZE CARTRIDGE FOR ALL TYPE 75 
nection sizes ranging from 1%” to 248’ O.D. Solder. DRIER SHELLS. 


RS Ee a 


HENRY VALVE CoO. 


MELROSE PARK, ILLINOIS (Chicago Suburb) - [‘ 


a ied 


Cable: Hevaico, Melrose Park, Illinois 


VALVES, DRIERS, STRAINERS AND ACCESSORIES FOR see age 


FLOW 


REFRIGERATION, AIR CONDITIONING AND INDUSTRIAL APPLICATIONS ahh dhe 
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ABOUT 


The Refrigeration Div. of Me- 
Intire Co., announces the follow- 
ing changes in sales representa- 
tives for DFN driers, filters, and 
strainers: Roy B. MeCrady, with 
headquarters in Prairie Village, 
Kans., will cover lowa and Ne- 
braska in addition to Missouri and 
Kansas which he has covered for 
the past three years. Carl Stewart, 
with headquarters in Syracuse, 
will cover New York State ex- 
clusive of metropolitan New York. 
Roy G. Trafton of Metairie, La., 
will cover Arkansas, Louisiana, 
Mississippi, western Tennessee. 


Robert H. Stevenson Jr. 
has been appointed manager - 

air-conditioning 

sales, for Flexible 

Tubing Corp. 

Stevenson will be 

responsible for 

directing the sale 

of “Thermaflex” 

ducting through 

the company’s 

& air-conditioning 

representatives throughout the 

United States and Canada. He 

joined Flexible from Hanover In- 

dustries where he served as gen- 

eral manager. 


Jas. P. Marsh Instrument Co., 
has added Joseph T. Carpenter 
Jr. as a sales representative in its 
Cleveland, Ohio office. 


Several personnel changes have 
been made by White-Rodgers Co. 
A newly created marketing and re- 
search division will be headed by 
John H. Martin, formerly mar- 
keting and statistical coordinator 
for the company. Another new de- 
partment, a product planning di- 
vision, has been taken over by 
Robert N. Weber. Weber was 
manager of the ,firm’s St. Louis 
sales region. Kenneth W. Hill, 
who has been named sales engi- 
neer, will service the newly formed 
San Francisco sales area covering 


10 


northern California and Nevada. 
Hill has worked for Minneapolis- 
Honeywell Regulator Co. The new- 
ly formed Portland sales area of 
Oregon, Washington, Idaho, west- 


J. H. Martin R. N. Weber 


ern Montana, and Alaska, will be 
covered by H. A. Teasley. Teas- 
ley also has been with Perfection 
Industries. Other new assignments 
include James L. Breckenridge 
and Chuck Martin as representa- 
tives in the field sale organization. 
Martin will cover Colorado, Wy- 
oming, Utah, New Mexico, western 
Texas, South Dakota, and eastern 
Montana. Breckenridge’s territory 
is East St. Louis, southern Illinois, 
northern Kentucky, as well as 
southern and central Indiana. 


D. R. Frederick has been ap- 

pointed district sales representa- 

tive for Wolver- 

ine Tube, Div. of 

Calumet & Hecla, 

Inc. Assigned the 

Birmingham dis- 

trict, Frederick 

will cover north 

Alabama, middle 

and west Tennes- 

see, north Missis- 

sippi, and eastern Arkansas. He 

will make his headquarters in Bir- 
mingham, Alabama. 


Daniel B. Callaway, former 
chief engineer of the sound con- 
trol department of Koppers Co., 
has joined Industrial Acoustics 
Co., Inc. Callaway will supervise 
west coast activities and provide 
western regional engineering for 
IAC noise cintrol products. 


Appointment of three regional 
managers for Airtemp Div., Chrys- 
ler Corp. has been announced. 
They are: E. D. Dickson, cen- 
tral region, headquartered in Day- 
ton, Ohio; H. P. Young, north- 
east region, New York; and G. B. 
Sharkey, west coast region, Los 
Angeles, Calif. 


C. B. Coombs has been ap- 
pointed sales manager of O.E.M. 
and mobile products for York 
Div. Borg-Warner Corp. Coombs 
joined York in 1957 from Lehigh 
Mfg. Co. where he was sales man- 
ager for 12 years. 


Appointment of two district 
sales managers has been announced 
by Stewart-Warner Corp.’s Heat- 
ing and Air-conditioning Div. 
Clement J. Arri has been named 
district sales manager for eastern 
Missouri and central and western 


Schanck 


Illinois. Arri formerly was sales 
engineer for Sears, Roebuck’s 
Heating and Air-conditioning Div. 
William G. Schanck becomes 
district sales manager for Con- 
necticut and southern New York 
State. Schanck formerly was secre- 
tary-treasurer of Schanck, Inc. 


Norman Robertson has been 
named to the newly created position 
of market re- 

search manager, 
American-Stand- 

ard, Air Condi- 

tioning Div. He 

will develop sales 

forecasts, conduct 

research pertain- 

ing to specific 

marketing areas 

and direct studies relating to mar- 
ket potentials. These studies will 
be directed toward the marketing 
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“to any line of ice makers until you 
first see the ALL NEW LINE of 
Crystal Tips Flaked Ice Makers 


(Premiere showing at the National Restaurant Show) 


Now the makers of the finest, most reli- 
able ice makers create news again! Amer- 
ican Automatic Ice Machine Company 
brings you a line of flaked ice makers that 
is destined to set new sales records .. . 
destined to give Crystal Tips distributors 
a real competitive advantage. 


Here are the first really new flaked ice 
makers in years. They're so new that 
even the ice they produce has a new name 
... BITS ice! BITS Ice Makers were de- 
veloped after many years of research, 
testing and evaluation. As a result of this 
program, Crystal Tips distributors now 
have the most advanced flaked ice maker 
on the market. 


Crystal Tips BITS Ice Makers are not 
only new; they are the best: Best in de- 
sign .. . best in performance . . . best in 
reliability! There will never be a better 
time than right now to find out more 
about the revolutionary Crystal Tips 
BITS Ice Makers. See why they're such 
ideal companions to the famous, fast-sell- 
ing 2-in-1 Crystal Tips ice cube, ice chip 
makers. See why we say they're NEW 
IN EVERY WAY and they're SEN- 
SIBLE IN EVERY WAY. 


Don’t make a move until you've seen the 
bigger-than-ever profit opportunity Crys- 
tal Tips now offers! Write or phone today 
for advance news, it’s yours for the asking. 


First Name in Automatic Ice Makers 


ICE MACHINE COMPANY 


1975 Park Avenue 


A Division of 
McQuay, Inc 


Faribault, Minnesota 


IT PAYS TO BE A CRYSTAL TIPS DISTRIBUTOR 
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problems of the company’s indi- 
vidual distributors. Robertson 
joined the company in 1958 as a 
research analyst in the marketing 
department. 


Two appointments have been 
announced by Acme _ Industries. 
Inc. Richard L. Bishop has been 
appointed manager of the firm’s 
Houston branch. G. G. Partch 
has been named sales engineer 
and will cover the Peoria, Ill., and 


Partch 
southeastern lowa area. Bishop 
joined Acme in 1957. Partch has 
been in the refrigeration business 


Realignment of top management 
at Detroit Controls Div. of Ameri- 
can-Standard has 

been completed 

with the appoint- 

ment of John R. 

Warnock as 

general manager 

of marketing. 

Warnock most 

recently has been 

Detroit district 

sales manager of the corporation’s 
Plumbing and Heating Div. He has 


since 1929. : ese s ; 
ae been with the division since 1936. 


7” EXCLUSIVE ; 


In an expansion of its coverage 
© GD Karxir 


the Complete Capillary 
Replacement Assembly 


in the Pacific region, Hobart K. 
Churchill has been named dis- 
trict sales manager for Fedders- 
Quigan Corp. for California, Ari- 
zona, and part of Nevada. 
Churchill will be responsible for 
room units as well as the central 
Adaptomatic equipment. His head- 
quarters is Los Angeles. Previous- 


Sta tl eae \ 
MONEY ON SERVICE WORK 


ly, he was a district sales manager 


| for O. A. Sutton Corp. 
&) . 


Changes in its engineering and 


Look at these advantages: imi 


e No guesswork as to the proper size ‘ 
e Proper capillary for unit specified 
e Micro-mesh strainer at inlet 


Plus KMP* MOISTURE MAGNET’ 


with triple filtration 
KMP Moisture Magnets give you 
more for your money. Moisture mag- 
nets have no cartridge, no adhesives 
or binders . . . just 100% silica gel 
or molecular sieves—self-contained 
in micro-mesh monel cloth filter for 
maximum drying and efficiency. 


KMP KAP-KIT provides precision 
metering control for all refrigerants 
and provides a high side strainer and 
a low side dryer with the correct 
length of capillary. 


sales departments have been an- 
nounced by Century Electric Co. 
Langdon C. Schaefer has been 
appointed manager of engineering 


Schaefer 


to be in charge of all product de- 
sign and engineering development. 
H. George Nafe has been named 
manager of the firm’s headquarters 
sales staff in St. Louis, Mo. Schaef- 
er came to Century from Westing- 
house. Nafe joined the company 
during 1941. 


Write today for information and 
prices. See the KMP complete line 
at your refrigeration wholesaler. 


KENMORE MACHINE PRODUCTS, INC. 


LvONS. RaW YORK Paul M. Hem has been ap- 
pointed district manager for the 
Great Lakes region of the air- 


conditioning and Drying Div., 


Driers * Accumulators * Accumulator Driers © Strainers * Capillary Assemblies 


pee 


. db il i ils CPOE WR 
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Surface Combustion Corp. Hem 
will supervise sales representatives 
in Detroit, Cincinnati, Columbus, 
Cleveland, Pittsburgh, Buffalo, 


Montreal, and Toronto. 
se 


Three sales changes have been 
revealed by Milwaukee Electric 
Tool Corp. Mar- 
shall (Pete) 
Heyde replaces 
Ed Walker of the 
New York area. 
Heyde formerly 
serviced Wiscon- 
sin and upper 
Michigan. Jim 
Jenkins takes 
over the territory 
of Val Angell. This includes Min- 
nesota and North and South Da- 


Heyde 


. 
Jenkins Bassorear 


kota. Jenkins had been covering 
lowa and Nebraska. Jim Bassa- 
rear now has been assigned Iowa 
and Nebraska. 


Viking Air Products has an- 
nounced the appointment of Don- 
ald L. LeBlane as district sales 
manager for the company’s New 
England territory. 


Frick Co., announces the ap- 
pointment of David J. Wood as 
comm 20 assistant sales 

manager. Wood’s 
efforts primarily 
will be devoted 
to the resale of 
equipment 
through fran- 
chised connec- 
tions such as dis- 


Carlton C. Hyde has been 
named motor sales manager of 
Packard Electric Div., General Mo- 
tors Corp., Warren, Ohio. Hyde 
succeeds Carey M. Yelton who 
has been placed on special assign- 
ment prior to his retirement later 
this year. 


Trane Co. has announced the 
appointment of Fred Manget to 
manager of the Philadelphia sales 
office. Other promotions include 


Jack Renninger to manager of 
the newly franchised sales office in 
Wilmington, Del., and George 
Shepherd to manager of the sales 
office in New Orleans. 


John Belham has been ap- 
pointed vice president in charge 
of sales for American Tube Prod- 
ucts, Inc., and its wholly owned 
subsidiaries, Weldmore, Inc. and 
Finned Tube Corp. Belham comes 
to the company after 16 years in 


Whatever type of insulation 
is specified on your job... 


always use 


DRE vate 
ADHESIVE 


Laykold Insulation Adhesive has been 
the “standard” of the industry for 
more than 20 years. It is approved and 
used by a majority of the leading in- 
sulation manufacturers and contractors 
in the industry. 


Laykold Insulation Adhesive is a cold- 
applied, asphalt-base material of 
smooth, buttery consistency that quick- 
ly sets to a tacky film. It is easier and 
faster to use. Applied by brush or spray, 
you get superior performance on every 
job, from vapor barrier construction to 
placement of insulating materials on 
walls, floors and ceilings. 


Call the Laykold Engineer in our near- 
est office for full information on Lay- 
kold Insulation Adhesive. 


iwibetore, alt: » i American Bitumuls & Asphalt Company 


conditioning contractors, and deal- 320 MARKET, SAN FRANCISCO 20, CALIF. Atlanta 8, Ga. Portland 8, Ore. 

ors 2 eno} . . Perth Amboy, N. J. Mobile, Ala. Oakland 1, Calif. 

on He has « — red and sold Baltimore 2, Md. St. Louis 17, Mo. Inglewood, Calif. 

all sizes of refrigerating and air- Cincinnati 38, Ohio Tucson, Ariz. San Juan 23, P.R. 

conditioning machinery. BITUMULS® Emulsified Asphalts » CHEVRON® Paving Asphalts » LAYKOLD® Asphalt Specialties 
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sales work with Chase Brass & 
Copper Co., Inc., followed by 
seven years with General Fittings 
Co. where he was general sales 
manager. 


Kenneth E. Dallas and Don- 
ald L. Kjelleren have been as- 
signed to the Syracuse, N. Y., and 
New York-New England territor- 
ies, respectively, as technical sales 
representatives for Du Pont Co.'s 
“Freon” Products Div. 


Delavan Mfg. Co. announces the 
appointment of J. David Hop- 
kins as general sales manager. 
Prior to joining Delavan, Hopkins 
was regional sales manager of the 
south central region for General 
Electric Co. in the distribution as- 
semblies division. 


Two new appointments have 
been announced by Betz Div., 
Bohn Aluminum & Brass Corp. 
Wesley H. Markson, has been 


1. Copper-welded connections 2. Super-sensitive fins 3. %” electro-tin-plated tubing 
4. Mechanically molded fin-to-tube bond §. Louvers of heavy aluminum alloy 6. Scien- 
tifically placed louvers for improved air circulation 7. Louvers temperature-equalized 
to prevent dripping 8. Adjustable pull hook hanger for easy installation and cleaning 
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ENGINEERING, INC. 


1090 SPRINGFIELD ROAD, UNION, N. J. 
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Markson 


named administrative sales man- 
ager, and Donald J. Jessup as 
manager of the unit department. 


Lehigh Mfg. Co. has appointed 
Richard F. Burke national sales 
representative for 

the company’s 

new line of liquid 

receivers and re- 
ceiver-condensers 

for refrigeration 

and air-condition- 

ing systems. 

Burke, formerly 

general sales man- 

ager of Tube Manifold Corp., has 
set up headquarters at 40 Pelham 


Dr., Buffalo 14, N. Y. 


Sam B. Boyd has been named 
national sales manager for Cobell 


Industries. Inc. 


Boyd previously 
was head football 
coach at Baylor 
University for 
three years. He 
will direct the 


firm’s national 
sales force for 
its line of cooling 
and heating equipment. The ap- 
pointment was announced by 
Harold B. Bailey Jr., vice presi- 


dent and general manager. 
a 


Carrier Corp. has announced 
the promotion of Albert A. Gi- 
annini, New York district sales 
manager for the Machinery and 
Systems Div., to the position of 
assistant regional manager in 
northeastern United States. Au- 
gust Contardi, the division’s 
senior salesman in the New York 
area, will replace Giannini as New 
York district sales manager. 
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= .-.- for a job that ...-nothing else 
will last.” says the contractor is just as good” says the manufacturer 


For refrigeration and air conditioning installations Copper tube is easier to work with! It can be formed, 
that go in smoothly, efficiently, profitably ... that bent, brazed, soldered, welded and flared equally well 
provide years of trouble-free service without “call in the plant and on the job. In addition, it provides 
backs” and complaints ... you can put your confidence an attractive looking installation that adds quality 
in copper tube! to the product. 


Specify Copper Tube for Air Conditioning 
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creates 
confidence 


in YOU! 


isin the ‘specs’ of - ...is the tube you 
all quality jobs" says the consulting engineer can depend on!” says the wholesaler 


Copper tube’s combination of superior qualities makes Copper refrigeration tube is delivered clean and de- 
it a must for many uses in every air conditioning and hydrated with a smooth flowing, mirror-like finish 
refrigeration installation. What other tube resists inside. Ends are sealed at the factory to keep the tube 
corrosion better? ... transfers heat so efficiently? ... clean and dry until used. And there’s no danger of 
or has the endurance of copper? leaks caused by porosity! 


R f a . Look for “Made in U.S.A." on all copper tube. The manufac- 
and e rigera tion turer's brand name and this symbol also are used by many 
U.S. copper and brass mills to designate tube products that 2 


meet the exacting standards of American industry 


MADE IN USA 
TO THE STANDARDS 
OF AMERICAN INDUSTRY 


COPPER & BRASS RESEARCH ASSOCIATION, 420 LEXINGTON AVENUE, NEW YORK 17, N. Y. 
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it’s the balance that counts.. 


.. that’s why Urymadlenr’ 


with balanced drying and filtering 


is the best engineered filter-drier 


you can buy today! 


Drymaster Filter-Driers meet the most 

exacting needs of today’s modern refrigera- 

tion system. Engineered and rated in every respect 

in accordance with ARI Standard 710-58, Drymaster does 
both filtering and drying perfectly . . . gives guaranteed 
balanced performance. To provide the versatility to meet the 
demands of every installation, Drymasters are available in a 
wide range of types, capacities and sizes with either male, 
female flare or copper solder-type end connections for easy 
installation . . . Drymasters are also available in combination 
with the Sightmaster Liquid Indicator. 


Daymadlenr is engineered for today’s modern 
refrigeration systems 


HI-Fi FILTER BLOCK DESICCANT— 
fully activated, pressure-molded briquette 
removes ALL moisture, acid, sludge and 
micron-size foreign particles. Unequalled in 
moisture absorbing capacity; surface and 
internal depth filtering is unsurpassed by 
comparable sized driers. 


FILTER TUBE—perforated 
tube with monel screen makes 
a doubly effective safeguard 
against dirt and sludge. 


For sizes, complete informa- 
tion and specification on Dry- 
master Filter-Driers, send for 
new bulletin. Just released. 


SHOCK-PROOF ASSEMBLY— 
Filter tube, alignment hub, conical 
spring and spacer at outlet end form 
cushion suspension for internal parts; 
heavy-welded body construction 
makes Drymaster Shock-Proof. 


MUELLER BRASS CO. 


PORT HURON 14, MICHIGAN 

VAMPCO ALUMINUM PRODUCTS, LTD., STRATHROY, ONTARIO 

Exclusive Canadian Representative for Mueller Brass Co. Air Conditioning and 
Refrigeration Products. 
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Dealer-Distributor 


APPOINTMENTS 


Buensod-Stacey, Inc., has es- 
tablished representatives in Can- 
ada and western Pennsylvania. 

Arthur S. Leitch Co., Ltd. 
with offices in Montreal, Ottawa, 
and Toronto has been appointed 
sales representative for the western 
boundary of Ontario and east 
throughout Canada. Offices are 
maintained in Ottawa and Toronto. 

Busch Co., Pittsburgh, will 


service western Pennsylvania. 
& 


A newly formed organization in 
New Orleans, McDougall Sales 
Co., has been named exclusive 
sales agent in Louisiana for 
Drayer-Hanson. 

The firm’s principal, Ben M. 
McDougall, recently ended an as- 
sociation with Kennard Corp. as 
sales manager to form his own 
sales representative group. 


Appointment of the Paszamant 
Distributing Co., New Brunswick, 
N.J., as a franchised dealer for 
York air-conditioning and refrig- 
eration equipment has been an- 
nounced by York-New Jersey Dis- 
tributors, Inc. 


The refrigeration division of 
Melntire Co., announces the ap- 
pointment of Roy G. Trafton, 
Metairie, La., as district represent- 
ative for its line of DFN driers, 
filters, and strainers in the states 
of Arkansas, Louisiana, Mississip- 
pi, and western Tennessee. 


Ray Company, Dallas, Tex., has 
acquired a sales agreement with 
American Air Filter Co., Inc., 
to market AAF’s line of air filter 
products. Ray now is a sales outlet 
for all products manufactured by 
the American Air, Herman Nelson. 
Kennard, and Illinois Engineering 
divisions of American Air Filter 
Company. 


MAY 1959 


Eight new distributors have 
been appointed by Reading Body 
Works, Ine., to handle its line 
of job-planned service, utility, and 
line construction truck bodies. 

The new distributors are Farm 
Eqiupment Co., Erie, Pa.; Ma- 
chine & Welding Co., Dunn, N. C.; 
Seguin Truck Body Builders, New 
Bedford, Mass.; Stewart Equip- 
ment Co., Charleston, W. Va.: 
Texas Hydraulic & Equipment 
Co., Inc., Dallas, Tex.; Truck 
Equipment Headquarters, Wash- 
ington, D. C.; Warner Fruehauf 


Trailer Co., Inc., Baltimore, Md.; 
and Weaver Trailer & Body Co., 
Columbus, Ohio. 


Tuck-Aire Furnace Co. has 
announced the appointment of 
Charlie Dark of Palmer Industreis, 
Inc., Phoenix, Ariz., as faculty rep- 
resentative in Arizona for the At- 
las and Western line. A gas-fired 
combination, the line includes resi- 
dential, commercial, and_ institu- 
tional heating and air-conditioning 
equipment. 


A Cleaner, Drier System, AND 
Quick, Profitable Service - - - 


FEATURES TWO NEW 
PORTABLE HIGH VACUUM PUMPS 


KINNEY KC-3R and KC-8R Portable High Vacuum Pumps are 
proving important money-makers for servicing Freon Refrig- 
eration and Air Conditioning Systems up to 10 ton size. These 
gas-ballasted KINNEY Pumps leak test, evacuate and 
dehydrate the system quickly. They're built for rugged 
day-in-and-day-out service and, being portable, are always 
ready...in the shop or out on the job. Get the advantages 
of these KINNEY Pumps for your service ates — write 


for prices today. 


log Bulletin 
—_— J 


KINWNEY wes. oivision 


THE NEW YORK 
“M18E WASHINGTON STREET 


AIR BRAKE COMPANY 


BOSTON 30 + MASS §) 


! Please send me, without obligation, Bulletin 4570.1 


| with full information on KC-3R and KC-8R Pumps. 


| Name 


| Company 


; Address__._ 


| City 


Zone State 
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Easy and Safe to Carry 


Ring-top provides a solid, generous hand-hold— 
more than 4” to grip, reducing risk of cylinder 
damage or personal danger. No more hunting for 
separate carrying devices! ss italia 


it weal 





hew ring-top 
cylinders 


CON 


BRAN D 


refrigerants 


Ucon Refrigerants 12, 22 and 114 Are Now Availabie 
in 10 and 25 Pound Ring-Top Cylinders 
for Easy Handling... Fast, Convenient Inventory! 


ee 


ecice 
ae " 


~ Makes Service Jobs Easier Color-Coded at the Top 


Inverted cylinder stands alone. Any standard Big colored top section makes it easy to check your 
wrench operates valve. Install flexible tubing and stock of Ucon Refrigerant grades... at a glance. 
forget it until cylinder is empty. No cylinder caps to keep track of. 


Made in Five Top-Quality Grades, Ucon Refrigerants Ucon and Union Carsine are registered 
11-12-22-113-114 meet your strictest standards trade marks of Union Carbide Corporation. 
for dryness, purity and economy. 

Full Choice of Unit Sizes to match your quantity ------D------ Eero 

needs. Ucon Refrigerants are sold in 10 and 25 These 5 Ucon Brand Refrigerants will meet your 
pound Ring-Top Cylinders, in 145 pound and refrigeration and air conditioning needs 

ton cylinders, in 100 and 200 pound drums, and Ucon Refrigerant 11 Trichloromonofluoromethane 

in iank-wagon or tank-car lots. Ucon Refrigerant 12 Dichlorodifluoromethane 
Prompt, Efficient Delivery from the largest network . Ucon Refrigerant 22 Monochlorodifluoromethane 

of distribution points in America serving the re- oe Ucon Refrigerant 113 Trichlorotrifluoroethane 
frigeration and air conditioning industries. < ii ; Ucon Refrigerant 114 Dichlorotetrafluoroethane 


. . ei SITTER, MET AER SA SATELE TL AMEE, Sle 
Get Full Data on Ucon Refrigerants now! See your 


wholesaler, or write: Ucon Refrigerants, Union UNION CARBIDE CHEMICALS COMPANY 
Carbide Chemicals Company, 30 East 42nd 
Street, New York 17, N. Y. Call, write or wire 
us, any time. Attention, Dept. G-5. Circle No. 18 on Reader Service Card 


Division of Union Carbide Corporation 





WORLD’S MOST WIDELY USED 
ELECTRICAL TEST INSTRUMENTS 


VIPROBE 


THE ONLY LINE THAT COVERS ALL YOUR TESTING NEEDS 
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AMPROBE RS-1 AMPROBE JR. 


The economy snap-around volt am- * The advanced voltage tester that 
meter with many features of the gives you current, too. Available in 
great RS-3 including rotary scale, seven models, ranging from 10 amps 
pointer lock, printed circuit, and ad- to 100 amps in either 125/250 or 
vanced movement design. 4 current 150/600 volts. Choose the model 
ranges. 2 voltage ranges. that fits your job Only $19.85 


Only $39.85 


eoeenvveeeneee 


AMPROBE RS-3 


AMPROBE . AMPROBE 
DECA-TRAN . ENERGIZER 
Makes your Amprobe the world’s most + Multiplies the sensitivity of any Am- 
flexible and versatile electrical test probe ten times—for precise readings 
instrument. Extends amperage read- on small appliances and fractional 
ing 10 times. Gets readings as high horsepower motors. Only $3.75 


as 1200 amps. Only $24.75 


PYRAMID INSTRUMENT CORPORATION, LYNBROOK, N. Y. WORLD’S LARGEST MANUFACTURER OF SNAP-AROUND VOLT-AMMETERS. 
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the ’59 Lehigh 
line of Hermetic 
Condensing Units 


a 


‘tag, 


Trent ts 1 
7 


NY, 


Any size ’3—2 h.p. for any medium and low temperature 
application. Air-, air-water and water-cooled models. 


Greater Capacity Per Dollar! Send for new 


Lehigh’s 59 model hermetic condensing units are engineering-new einen 
in design—rugged enough for remote heavy duty application, 

yet small enough for package units. They combine all the cost 

advantages of a completely sealed motor compressor plus the 


operating advantages of remote installations—with 

greater capacity per dollar. Ask us about our new line 

Open Type Condensing Units, too—rated the best quality buy of liquid receivers—from 

for your most rugged applications. Compare their capacity— 5” lo 12 diameter —for 

then compare the price. Write for literature. wholesalers and original 
, : , i equipment manufacturers. 

Name your need—there’s a new Lehigh Condensing Unit or 

Compressor to fit it. 


Shel 


LEHIGH MANUFACTURING COMPANY, Division of Lehigh, Inc., Easton, Pa. 


Manufacturers of Hermetic and Open Type Condensing Units; Compressors and Liquid Receivers. 


all new Lehigh blu-cold condensing units 
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ONE OF THE FOUR Model 4040F Anaconda Vibration Eliminators used in 
the vacuum system handling air under a vacuum of 3.5 mm. of mercury. 


i 


EIGHT Model 3030F Anaconda Vibration Eliminators are utilized in the 
Conrad cascade refrigeration system of four 50 horsepower compressors 
two units with Freon 13 refrigerant maintain minus 120 degrees F., and 


two units with Freon 22 refrigerant cool the Freon 13 condenser. 


A WALK-IN altitude 
leading missile 
temperature range of 650F to minus 120F 
conditions from sea level to 120,000 ft. 


for a 
. chamber has a 
altitude 


test chamber built by Conrad, Inc., 
manufacturer. The 1200-cu. ft 
, can simulate 


To keep space-age test units working full time, 
Anaconda VE's guard refrigeration and vacuum lines 


The extremely high cost of interrupted test schedules, if environ- 
mental test equipment fails due to cracked tubing from vibra- 
tion, makes Vibration Eliminators excellent insurance. Conrad, 
Inc., environmental test chamber manufacturers of Holland, 
Michigan, designed and built the big chamber above. Anaconda 
Vibration Eliminators have been in use on Conrad test equip- 
ment for more than six years—have made a real contribution 
to dependable test equipment. 

In air conditioning and commercial refrigeration, too, the cost 
of failures from vibration-caused tube cracking 
in reduced business volume, and loss of perishables. Why take 
chances with your customers’ money—and your reputation? Use 
Anaconda Vibration Eliminators in every job. Theyre good 
business insurance. 


can run high, 


VE’S ARRIVE CLEAN, READY TO use—They're sealed in 
polyethylene envelopes or protected w ‘ith end caps 
packed in sturdy, easily identified boxes. When you 
open the package, your quality VE’s are factory-fresh 
—clean inside and out—re: idy to install in the lines. 
Listed by Underwriters’ Laboratories through 
sizes 35%” O.D. For descriptive folder write: Ana- 
conda Metal Hose Division, The American Brass 
Company, Waterbury 20, Conn. In Canada: Ana- 
conda American Brass Ltd., New Toronto, Ontario. 


9149 


® 


VIBRATION ELIMINATORS 
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NEW CONDENSER WATER REGULATING VALVE 


A-P MODEL 65A ... the industry's newest, quietest, pressure-actuated 
way to control condenser-cooling water. Features single all-purpose 
adjustment, 65 to 300 psi. 30% more water capacity. 

Designed for use with any non-corrosive refrigerant. 


Here’s the inside story of superior design 


UNIT-ACTION OPERATION — The Model 65A valve regulates 
the flow of water to water-cooled condensing units by means 
Cm SSC me CMO rae 
CME MOT CEl ile UmnSC ul 

OMA MC ULM Cle aeelagents 

OSS SCL bY 

operates smoothly as a unit — no 

independently moving parts. New 

design assures quiet operation, 


% NEW DOUBLE DIAPHRAGM 
increased bellows life. 


of nylon reinforced rubber 
provides flexibility for clos- 
ing-opening action .. . 
toughness for positive seal. 


GRAPHITAR 


it A eee a (SINTERED GRAPHITE) 
BRASS HOUSING Xue SLIDING BLOCK 


Pelt tat Me Sth ee Lt ae ee 
high-quality cadmium-plated SS ae ae ees 
steel spring. Easy manual y , 
adjustment — 65 to 300 psi 


STAINLESS STEEL VALVE SEAT FEATURES 
EXCLUSIVE SELF-CLEANING ACTION 

key reason why Model 65A promises 
trouble-free service despite dirt, lime or 
sand in water. 


1 4, ee, ee ee 2 


Write for full facts on stand-out features built into 
the Model 65A. See what makes it the new stand 
ard for both O.E.M. and replacement applications 


Creative Controls for Industry 


CONTROLS COMPANY OF AMERICA 


2418 WN. 32nd Street « Milwaukee 10, Wis. 
Cooksville, Ontario © Postfach 313, Zug, Switzerland 
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Added proof 
from the 
South’s 
largest 
shopping 
center 
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TEN STORES AT THE BROADVIEW PLAZA CHOOSE 
SCOTSMAN MACHINES FOR THEIR ICE NEEDS 


Here are the Scotsman Installations 


ee ScoTsMAN Ice Machines turn quickly into big 
at Atlanta’s Broadview Plaza — 


profits for both distributors and dealers! The 

broad line of more than 50 ScorsMAN models 
KNIGHT HAWK GRILL can put hundreds of dollars in your pocket! 

(350 Ib. cap. Super Flaker) . ; 

WINN DIXIE SUPER MARKET At Atlanta’s new Broadview Shopping Center, for 
(S80 %. and 1000 Wb. cap. Super Moher example, ScOTSMAN machines were recently sold to ten 
WALGREEN DRUG STORE : ; ; 

(1000 Ib. cap. Super Flaker) out of eleven stores in the center! These installations 


KRESGE COMPANY VARIETY STORE include food service establishments, super markets, a 
(1000 Ib. cap. Super Flaker) 


W. H. BELK DEPARTMENT STORE drug store, a variety store, a cocktail lounge, a depart- 


(350 Ib. cap. Super Flaker) ment store, a bowling alley and a sweet shop. 
THE BIG APPLE SUPER MARKET 


(500 Ib. cap. Super Flaker) Automatic Icemaker Company, ScoTsSMAN distributor 
BROADVIEW BOWLING 


(350 Ib. cap. Super Flaker) in Atlanta, has proven that when a prospect needs ice, 


G & M CAFETERIA he needs a ScoTsMAN Ice Machine. You, too, can get big 
wens ae este pean profits with this leading ice machine line. Write today 


(350 Ib. cap. Super Flaker incorporated for full details! 


with Bastian-Blessing equipment) 


KEY CLUB Circle No. 23 on Reader Service Card 
(Two 225 Ib. cap. Super Cubers) 





SCOTSMAN and you 


sell every 


MACHINE MARKET! 


RESGE 


SCOTSMAN HELPS YOU SELL 
ALL MARKETS 


Sell ScorsMAN Ice Machines and you 
get a big plus in sales helps! Hard 
selling ads specially tailored to every 
ice machine market... publicity 
appearing in a wide range of busi- 
ness magazines...a huge direct 
mail program that brings live Scots- 
MAN prospects right to your mailbox. 
Plus a powerful portfolio of sales 
aids to build ScoTsMAN volume. 
Write today for the complete story! 


. 


Mr. George Vance, Scotsman Distributor of 
Atlanta, and Mrs. Jack D. Carter inspect the 
Scotsman Super Cubes from the Ice Machines 
installed in the Broadview Plaza’s Key Club. 
Mr. Carter, behind the bar, is owner of the 
Key Club and principal promoter of the Broad- 
view Plaza shopping area. 


At the Broadview Plaza’s Big Apple Super Market 
manager Otis Jones examines his new Scotsman 
continuous flow Super Flaker. Big Apple branches 
have purchased five Scotsman Ice Machines in the 
past year. They plan to buy additional Scotsman 
machines for 15 new units within next 18 months. 


SCOTSMAN 


ICE MACHINES 
World’s Largest Line « World's Largest Seller 


QUEEN PRODUCTS DIVISION — KING-SEELEY CORPORATION 
195 Front Street «+ Aibert Lea, Minnesota 





Seas... 


WATER COOLED PACKAGED 
AIR - CONDITIONERS 


WATER COOLED CONDENSING UNITS 


AIR COOLED PACKAGED 
AIR - CONDITIONERS 


AIR COOLED CONDENSING UNITS 
FURNACE-COOLING COMBINATIONS 
PACKAGED WATER CHILLERS 
ROOM AIR - CONDITIONERS 

HEAT PUMPS 


.. + you need the special reprint 
which lists information on all 
eight of the above categories. 
Reprinted from the March 1959 
issue of THE BUSINESS, it pro- 
vides you with the latest speci- 
fications data of models offered 
by 90 manufacturers. It is the 
ONLY listing which enables you 
to compare, model by model, 
what manufacturers have to of- 
fer in each of the eight product 
lines covered. 


Available at the following prices: 


1 to 10 copies 50c each 
11 to 25 copies . . 45c each 
26 to 50 copies . . 40c each 
51 copies and over . 35¢ each 


Please send remittance with all 
orders for 10 copies or less. 


Address all orders to: 


geration & Air-conditioning 


KASMCSS—__ 


812 HURON ROAD 
CLEVELAND 15, OHIO 
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of Industry Events 


May 3-6, 1959 
Air-Conditioning and Refrigeration 
Institute 
(Board and Annual Meeting) 
The Homestead 
Hot Springs, Va. 


May 10-13, 1959 
National Heating & 
Airconditioning Wholesalers 
(National Convention) 


Ambassador Hotel 
Los Angeles, Calif. 


June 22-24, 1959 
American Society of Heating, Re- 
frigerating & Air-Conditioning 
Engineers (Annual Meeting) 
Lake Placid Club 
Lake Placid, N. Y. 


October 5-7, 1959 
American Gas Association 
(Annual Convention) 
Conrad-Hilton Hotel 
Chicago, Hl. 


October 28-30, 1959 


Oil-Heat Institute of America 
(Board of Directors Meeting) 

The Homestead 

Hot Springs, Va. 


October 30 - November 1, 1959 
Refrigeration Service Engineers 
Society (Annual Convention) 
Atlantic City, N. J. 


November 1-2, 1959 
Air Conditioning & Refrigeration 
Wholesalers (Annual Meeting) 

Atlantic City, N. J. 


November 2-4, 1959 
National Commercial 
Sales Association 

(Annual Convention) 


Traymore Hotel 
Atlantic City, N. J. 


Refrigerator 


November 2-5, 1959 


llth Exposition of the Air-Condi- 
tioning & Refrigeration Industry 
Convention Hall 


Atlantic City, N. J. 


November 9-13, 1959 
National Electrical Manufacturers 
Association 
(Annual Meeting) 


Traymore Hotel 
Atlantic City, N. J. 


Field Report on G-B Duct 
in $75,000 California Home 


G-B DUCT 
DISTRIBUTORS 


(See ad on facing page) 


AKRON, Ohio, The Asbestos Supply Co 
ALBANY, Ga., Industry Insulation Co. 
ALBANY, N. Y., Hudson Valley Asbestos Corp. 
ALBUQUERQUE, Mt. States Insulation Co 
AMARILLO, Morrison Supply Co 
ATLANTA, Ga., Reynolds Aluminum Supply Co. 
The Thompson Company 
AUGUSTA, Ga., Noland Company 
BALTIMORE, Md., Leroy Insulation Company 
BEAUMONT, Tex., Solar Supply Company 
BILLINGS, Mont., Big Horn Supply, Inc 
BIRMINGHAM, Ala., Hall-Newsome Co 
Hart-Greer, Inc 
Shook & Fletcher Supply Co. 
Reynolds Aluminum Supply Co. 
BOSTON, Mass., Homans-Kohler, Inc. 
BUFFALO, Industrial Insulation Sales, Inc. 

North Star Supply Company 
CHARLESTON, W. Va., Dunbar Metal & Sup. Co., Inc 
CHATTANOOGA, Noland Co 
CHICAGO, E. C. Carison Co. 

Culberg Asbestos & Cork Co. 
CLEVELAND, Ohio Asbestos & Ins. Co. 
COLUMBUS, Culberg of Ohio 

Santeler Brothers 
CORPUS CHRISTI, Precision Insulation Co. 
DALLAS, Insulation Supply Co 
Payne-Ladewig, Inc 
DECATUR, Ga., Lennox Industries 
DENVER, Gene Wright Lumber Co. 
DES MOINES, iowa Asbestos Company, Inc. 
DETROIT, G. L. Johnston Co. 
ENGLEWOOD, N. J., Englewood Supply Co. 
EVANSVILLE, Ind., George Koch Sons, Inc. 
FT. WORTH, Bracken Co 
GULFPORT, Miss., Paine Supply Co. 
HOUSTON, Precision Insulation Co 
INDIANAPOLIS, Central Supply Co 
JACKSON, Miss., Paine Refrigeration & Supply Co. 
JACKSONVILLE, Ferber Sheet Metal Works 
Florida Air Conditioners 
Reynolds Aluminum Supply Co 
Southernair Distributors 
KANSAS CITY, Mo., Central Supply Co 
Superior Distributing Corp. 
KEWANEE, Ill., Mechanical Insulation Co 
KNOXVILLE, Tenn., Holston Air Conditioning Corp. 
LAKE CHARLES, La., Solar Supply Company 
LAREDO, Tex., Anderson-Sturgis Company 
LITTLE ROCK, Gunn Distributing Co 
LOS ANGELES, Western Fibrous Glass Products Co. 
LOUISVILLE, General Insulation & Roofing Co. 
LUBBOCK, Tex., Morrison Supply Co 
MACON, Ga., Industry Insulation Co 
MEMPHIS, A. T. Distributors, Inc. 
MIAMI, Crabtree Insulation Co. 
Fiber Duct Dist 
Reynolds Aluminum Supply Co. 
MYRTLE BEACH, S. C., Air Conditioning Supply 
NASHVILLE, ge ntral Air Conditioning & Heating Co. 
nolds Aluminum Supply Co 
NEW ORLEANS, Eagle Asbestos & Packing Co. 
Solar Supply Co 
NEW YORK, Eastern Steam Specialty Co. 
OMAHA, Cardinal Supply & Mfg. Co 
ODESSA, Tex., Morrison Supply Co 
PASSAIC, N. J., Ral Supply Co 
PHILADELPHIA, John F. Scanlan, Inc 
PHOENIX, Kircher Asbestos & Rubber Co 
PITTSBURGH, Dravo Corp 
RALEIGH, N. C., Reynolds Aluminum Supply Cu 
RICHMOND, Va., Automatic Equip. Sales Co., Inc 
Reynolds Aluminum Supply Co 
ROCHESTER, N. Y., Rochester Oil Burner Company 
ROCKFORD, Iil., Mott Brothers Co 
SALT LAKE CITY, Bullough Asbestos Supply Co 
SAN ANTONIO, The Bracken Company 
SAN DIEGO, Western Fibrous Glass Products Co 
SAN FRANCISCO, Western Fibrous Glass Products Co. 
SAVANNAH, Ga., Reynolds Aluminum Supply Co 
SEATTLE, Western Fibrous Glass Products 
SHREVEPORT, La., Frith Sales Co. 
SOUTH BEND, Place & Co 
ST. LOUIS, Hollander & Co., Inc. 
SULLIVAN, III., Lewie David, Inc. 
TALLAHASSEE, Baker's, Inc 
TAMPA, Eagle Roofing & Art Metal Works, Inc. 
TULSA, Okla., Ball Distributing & Engr. Co. 
VANCOUVER, B. C.. Fleck Brothers Limited 
WASHINGTON, D. C., Walter E. Campbell Co 
WINSTON- SALEM, N. C., Air Conditioning Supply 
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Field Report on G-B Duct 
in $'75,000 California Home 


Job Location: Malibu Beach, Calif. 


Contractor: California Heating and 
Air Conditioning Co., 
Los Angeles, Calif. 


“We needed a duct system that would insure eco- 
nomical operation of two 105,000 btu Payne Co. 
horizontal furnaces,” reports the contractor who re- 
cently installed them in a $75,000 California home, 
“and as the result of a comparative study, selected 
G-B Duct for the job. Its uniformly-thick glass fiber 
walls provide maximum thermal protection, as well 
as maximum acoustical absorption—important bonus 
benefits not only for the heating system, but also for 
the air conditioning system that will be added later. 
Although we selected G-B Duct for reasons of quality 
and performance, we were also pleased to find that 
its installed cost was slightly less than that antici- 
pated for a conventional insulated duct system.” 


G-B Duct comes in one-piece 6’ sections in the 
same nominal sizes as round sheet metal pipe and 
fittings. In this California home, most of the job 
involved 6” sizes, but 7”, 8’, 10” and 14” sizes were 
also used. A perimeter system of G-B Duct serves 
the living zone, while an attic installation takes care 
of the sleeping zone. 


Home of Mr. and Mrs. Edward J. Olstyn, Malibu Beach, Calif. 


If you, too, are interested in performance and economy, 
specify G-B Duct—the first and only prefabricated round 
glass fiber duct tested and labeled by Underwriters’ Lab- 
oratory as air conditioning and heating duct. The uniform 
glass fiber walls hold heat loss and heat gain to a minimum, 
and contain millions of tiny sound traps that make for 
whisper-quiet operation. The continuous airtight plastic 
barrier sleeve positively prevents condensation. All these 
advantages come ‘‘built-in'’ and G-B Duct can be quickly 
installed without special skills or tools. 


For name of your nearest supplier, see adjoining column 


FUG PINBCON songetny Cn 


228 W. 10th St., Kansas City, Mo. 


Thermal and acoustical glass fiber insulations @ Molded glass fiber pipe insulation © Couplings and fittings for plain and grooved end pipe 
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In bowling alleys and banks, 
bakeries and beauty parlors. «« You's find 


The popularity of bowling has increased so sharply in recent years that today more 


Americans actively participate in bowling than in any other indoor sport. 


Air-con- 


ditioned alleys have made it possible for bowlers to enjoy the game the year round. 


Air-conditioning is a “must” inside bank 
vaults, museum and library storage rooms 
and other areas where, for security reasons, 
there are no windows or little air circula 
tion. Precise control of temperature and 
humidity also protects important records 
against atmospheric variations. 


Modern baking is a highly mech: nized oper- 
ation—far removed from grandma's oven. 


In this photo, crackers pour from the deliv- 
ery end of an automated travelling oven. 


Air-conditioning is used in large commer- 


cial bakeries today to control temperature 
and humidity and for employee comfort. 


GENERAL CHEMICAL DIVISION 


40 Rector Street, New York 6, N.Y. 
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SUPER-DRY 
REFRIGERANTS 


Approved! Accepted! 
Preferred! 


In thousands of applications, you'll find 
“Genetron” refrigerants filling the air- 
conditioning and refrigeration needs of 
modern America. “Genetron” refriger- 
ants offer unexcelled purity and dryness 

. and their strict quality specifications 
are consistently bettered in production, 
Leading equipment manufacturers, 
refrigeration engineers and _ air-condi- 
tioning and refrigeration wholesalers 
approve, specify and recommend them. 
They know they can always count on 
“Genetrons” for de pe ndable, trouble- 
free service. 

“Genetron” Super-Dry Refrigerants 
are available from wholesalers every- 
where, coast to coast. See your whole- 
saler. Insist on “Genetron”! 


genetron BF orance Laser ccisF 
TRICHLOROMONOFLUOROMETHANE 


genetron 12 write caver cciF, 
DICHLORODIFLUOROMETHANE 

genetron 22 creen Laser cucir, 
MONOCHLORODIFLUOROMETHANE 

genetron 13 purrce Laser c.c1,F5 
TRICHLOROTRIFLUOROETHANE 


genetron 14a sive Laset CCF, 
DICHLOROTETRAFLUOROETHANE 


It gets pretty hot under a hair dryer—even 

with air-conditioning. And the girls like to 

enjoy having their hair done. That's why so 

many beauty parlors are so well air-condi- 

tioned. It benefits customers . . . employees 
. and owners! 


llied 
Ttiaeh 
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DUNHAM-BUSH 
HEATING and COOLING 
EQUIPMENT 


CLARK COUNTY MEMORIAL HOSPITAL 
JEFFERSONVILLE, INDIANA 
ARCHITECT: 
Walker, Applegate, Oakes & Ritz 
New Albany, Indiana 
CONSULTING ENGINEER: 
Southern Engineering Co. 
Louisville, Kentucky 
CONTRACTOR: 


V. J. Knabel, P & H Company 
New Albany, Indiana 


Dunham-Bush CRV Remote Room Unit 
in Clark County Memorial Nursery 


Its Dunham-Bush equipment 100% in area s 


Sirst completely air conditioned hospital 


W. A. McAlexander, Clark County Memorial Hospital adminis- 
trator, has good reason to be proud that his is the first com- 
. pletely air conditioned hospital in the area. 
ceteris} Dunham-Bush is proud that the hospital building team 
Dunham-Bush Heat-X (Dunham- selected its products for the entire air conditioning system. 

MZ Multizone Unit Bush subsidiary) All patient’s rooms are individually comfortized by a Dun- 
Package Chiller ham-Bush CRV Remote Room Unit that furnishes both cool 
and warm air. These units are supplied with chilled water by a 
Heat-X package chiller. Air conditioning of larger areas such 
as operating room, recovery room are simultaneously and in- 
dividually zone controlled with a Dunham-Bush ‘MZ’ multizone 
unit and VAH unit. Both of these units are served by a Brunner 

40 H.P. condensing unit. 


If you are a member of a hospital building team planning a 
new hospital or remodeling, it will be advantageous to call in a 
Dunham-Bush sales engineer. He'll tell you why fine new hospi- 
tals like Clark County specify and install 100% Dunham-Bush 
Brunner (Division One of 115 installed equipment. 


of Dunham-Bush) Dunham-Bush CRV Write, wire or phone for his free advisory service. 
Condensing Unit Remote Room Units 


Dunham-Bush,Inc. os 


WEST HARTFORD 10 e CONN ECTI CUT e U. S. A. AiR a = ee . Ire sccnplag HEAT wee 


weer naw 
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ACE, the quality line for air 
conditioning and refrigeration 


CAML ee 


by Jim McCallum 


MODEL 77 
Diaphragm Descaling Acid Pump 


Descaling compounds can’t affect 
this pump! All parts in contact 
with compounds are completely 
acid-resistant. Can be supplied as 
portable unit with pump and motor 
mounted on sturdy base and with 
convenient carrying handles. 


Here’s good news for all of 
you who read and profited by the 
series of 12 “You're the Boss” ar- 
ticles on business management 
that we published in THE BusINEss 
last year. 

These articles, you will recall, 
were written specially for THE 
Business by George C. Webster, 
who heads a firm of management 
consultants under his own name in 





Pius a complete line 


of centrifugal pumps 


. sized to fit your needs. % 


H.P. thru 10 H.P. Easy to install 
and compactly built. Advanced 
features include exclusive 
baked-on lifetime finish to en- 


hance appearance and resist cor- 
rosion, John Crane mechanical 
seal, and all-bronze one-piece 


impellers. Continuous duty mo- 
tor, 1750 rpm or 3450 rpm. 


Orders shipped the SAME DAY received 


PUMP CORPORATION 


140 HERNANDO ST. «+ 


7 


don’t pile t.. 


——_—_——_ oo, 


CUSTOM QUALITY AT 
MASS PRODUCTION PRICES! 


Get the full story of READ- 
ING's extra rugged construc- 
tion and economy at your 
truck dealer or write direct 
for illustrated brochure and 
name of local distributor. 


i 


MEMPHIS. TENN 


oe ae ee oe eo oe ee oe ee ee ee ee ee ee em oe ee ee ew ew ee ee ee ee ee ea es =e 


Keep Tools 
and Equipment 
ON FILE... 
Where You 
Can Find ‘em! 


Don't lose time and money playing 
hide-and-seek with tools and parts 

stow everything neatly, com- 
pactly, easy to reach in READING’s 
Magic Stowaway compartments. .. 
Removable shelves and removable, 
adjustable shelf dividers let you 
change compartment arrange- 
ments to meet your daily needs! 


*Job-Planned for Refrigeration and Air Conditioning Trades 


* 


ee ese ee ee ee ee ee ee ee 


See ee READING BODY WORKS, INC., 420 Gregg Avenue, Reading, Pa. == wai 
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Washington, D.C. As we pointed 
out at the beginning of the series, 
George Webster was ideally suited 
for this job, for in addition to 
being a practicing management 
consultant and a university lec- 
turer on various phases of busi- 
ness management he has success- 
fully and profitably operated air- 
conditioning firms at the dealer, 
distributor, and service level. 

So here’s a man who knows busi- 
ness in general and our business 
in particular, from the practical as 
well as the theoretical side. And 
this year George Webster will con- 
tinue to give THE BusINnEss readers 
the benefit of his sound man- 
agement know-how in the form of 
several specially prepared articles 
on specific problems that you en- 
counter every day in running your 
own business. 

The first of these articles will 
appear in next month’s issue. It 
will deal with the universal — but 
often overlooked — problem of 
preventing fraud and theft in your 
business. Watch for it! 


Our desk has been swamped 
lately with glowingly optimistic 
releases from air-conditioner 
manufacturers stating that their 
product shipments so far this year 
have topped those for the same 
period last year. Some even report 
that shipments are the highest in 
history. 

All this is very fine, and it looks 
real pretty in print — but who’s 
kidding who? 


Anybody who has been in this 
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Always a good index of air- 
conditioning and refrigeration ac- 
tivity. construction contracts in 
the United States (excluding 
Alaska) totaled $2.3 billion in 
February. This was 18% above 
February 1958, says F. W. Dodge 
Corp., setting a new all-time record 
for the month. 


In releasing these figures, Dodge | 


vice president and economist 


ALL THIS DISTANCE 


AND STILL 


AGAINST 


MOISTURE AND DIRT... 


oO s oF C oO aa = “Ul a E ur 
e Double drip pan prevents sweating; hinged for easy access. 


e Life-lubricated motor with thermal overload protection. 


SEE YOUR WHOLESALER for latest catalogs and price lists on 
BOHN’s complefe line of standard unit coolers, low temperature units, 
and air-cooled condensers. 


Skychef loads Bohn-fresh food for 112 passengers 
of the new American Airlines 707 Jet Flagship, 
prior to 4%-hour flight from Los Angeles to New York. 


George Cline Smith reported that | 


nearly every major construction 
category rose above last year’s 


level. Housing led the parade with | 


an increase of 44%. Industrial 
building, rallying strongly afte: 


the recession, rose 37%. 


NAMED BY WHOLESALER 
Richard L. Powers Jr. has been 
appointed district manager of W. 
G. Morton, Inc., wholesaler of 
heating and air-conditioning, Al- 
bany, N. Y. Powers will cover 
western Mass. and Vermont. 


Circle No. 91 


Buy the known line... the BOHN line 


Aluminum and Brass Corporation 


Betz Division + Danville, lilinois 
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ALL THIS DISTANCE 


AND STILL 


oe 


A 


ICP UE ES 


MOISTURE AND DIRT... 





READY TO CONNECT A 
QUALITY INSTALLATION! 


In addition to providing positive protection against mois- 
ture and dirt, Wolverine’s removable and reusable plastic 
seal permits the tube to thread easily through walls, floors, 
and partitions, etc. because it has the same O.D. as the tube. 
It also helps save tube—with this seal you do not have to cut 
off tube ends. 


THIS TUBE SEAL IS NO LARGER 
THAN THE TUBE ITSELF 


















. When the job calls for straight length refrigeration 





tubing, Wolverine Tube makes it, too. It has mirror-bright 
inside diameters, is clean, dry and consistent in temper—easy 
to bend both in the shop and on the job. 


Shea eaer anaes WOLVERINE TUBE 
RANIUM DIVISION & VISION. ——_—_—_—— 
Tac cee 3 CALUMET & HECLA, INC. 

Cored: / @D 17228 Southfield Road 
MUMWOLVERINE TUBE DIVISION Allen Park, Michigan 


PLANTS IN DETROIT, MICHIGAN AND DECATUR, ALABAMA. 
SALES OFFICES IN PRINCIPAL CITIES. 










ae 
YOUR WHOLESALER ~~. 


business long enough to get his 
feet wet in air-conditioning mer- 
chandising knows all too well that 
it’s no trick at all for the manu- 
facturer to load his distributors 
with almost any volume of prod- 
uct he wants to move. All manner 
of special promotions and fancy 
gimmicks have been rigged up to 
accomplish this result. 

But does this mean that these 
units really have been SOLD? It 
does not! All it indicates is that 
a substantial volume of inventory 
has been shifted from the manu- 
facturer to the distributor. 

We all know that no product is 
really sold until it has been placed 
in the hands of the ultimate user 
and the money to pay for it is in 
the bank. And this can’t happen 
until the distributor, dealer, or 
contractor has done his job. 

So if this year is truly going to 
be one to shout about for the air- 
conditioning industry, we’re going 
to have to forget all the fancy fore- 
casts and the rose-colored figures 
of manufacturers’ shipments and 
concentrate on getting all these 
units into the hands of the cus- 
tomer. Only then will the sales 
figures reported have any real 
significance. 


Always a good index of air- 
conditioning and refrigeration ac- 
tivity, construction contracts in 
the United States (excluding 
Alaska) totaled $2.3 billion in 
February. This was 18% above 
February 1958, says F. W. Dodge 
Corp., setting a new all-time record 
for the month. 

In releasing these figures, Dodge 
vice president and economist 
George Cline Smith reported that 
nearly every major construction 
category rose above last year’s 
level. Housing led the parade with 
an increase of 44%. Industrial 
building, rallying strongly after 
the recession, rose 37%. 


NAMED BY WHOLESALER 
Richard L. Powers Jr. has been 
appointed district manager of W. 
G. Morton, Inc., wholesaler of 
heating and air-conditioning, Al- 
bany, N. Y. Powers will cover 
western Mass. and Vermont. 


ie om Circle No. 91 


Rumidity in one 
of Skychef’s dern walk-in 
coolers. A bank @f these Bohn- 
cooled walk-ifis serves Skychef’s 
newest and largest “plane meal” 
kitchen at Angeles 
International Agport. 


8 Bohn Model HR 


Built-in louvers...a Bohn exclusive . . .increase air “throw” to provide 
more uniform temperature in refrigerated space. 


Guaranteed fuall-rated performance; UL listed. 
7 models, capatities from 260 to 1080 BTU’s at 1° T.D. 


Grained alumifium housing; rust-proof fittings, built-in heat exchanger, 
chrome-plated fan guard with quick-cleaning plastic filter. 


e Double drip pan prevents sweating; hinged for easy access. 


e Life-lubricated motor with thermal overload protection. 
SEE YOUR WHOLESALER for latest catalogs and price lists on 


BOHN’s complete line of standard unit coolers, low temperature units, 
and air-cooled condensers. 


Skychef loads Bohn-fresh food for 112 passengers 
of the new American Airlines 707 Jet Flagship, 
prior to 4%-hour flight from Los Angeles to New York. 


Buy the known line... the BOHN line 
Aluminum and Brass Corporation 


Betz Division + Danville, Illinois 
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ANOTHER 
NATIONAL- U.S. 
SUCCESS 


STORY 


NEW HOME IN 
CASTALIA, OHIO 
HAS YEAR-ROUND 
COMFORT WITH 
HEATING & 
COOLING BY 
NATIONAL- U.S. 


A Notional-U.S. 5 ton water chiller and a Sunray IV oil-fired boiler form the nucleus of the comfort package in the home 


of Elmer Borchardt's family in Castalia, Ohio. 


All-Hydronic System Uses Variety of Distributing Units 


Castalia, Ohio—The year-and-a-half old 
residence of Mr. & Mrs. Elmer Borchardt 
has just completed a full cycle of the 57 
varieties of weather for which this area is 


The fireplace is the focal point of interest, but the National- 
U.S. fan-coil unit, to its left, is the center of comfort. 


noted, and it has proven to be fully up to the 
high standards that the Borchardts had set. 

Temperature regulation is not only for all 
seasons but is also regulated separately for 
different sections of the home. In addition 
the heating system anticipates indoor tem- 
perature changes by an outdoor thermostat 
that prepares the system for heavy assign- 
ments by automatically raising the boiler 
water temperature before it’s needed. 

Heat is supplied from an oil-fired Sunray 
IV unit—National-U.S.’s deluxe cast iron 
residential boiler. Cooling is from a 5 ton 
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packaged water chiller, also supplied by 
National-U.S. Both hot and cold water are 
distributed to National-U.S. fan-coil units 


Supplementary heating for breakfast room is provided by 
Notional-U.S. convectors. Note cooling grill near ceiling. 


in each room, which can be used for heating 
or cooling, as needed. 

Supplementary heating is supplied to the 
more exposed areas by National-U.S. Fin- 
tube Convectors, and a recreation room in 
the basement has National-U.S. baseboard 
heating. The boiler is also connected to a 
National-U.S. Unit Heater which is used to 
keep the garage warm. 

The entire hydronic system was installed 
by the Hazelback Plumbing & Heating Com- 
pany of Bellevue, Ohio. ““We’ve been install- 
ing National-U.S. equipment for years,” the 
contractor reported, ‘“‘And we appreciate the 
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help we get from the company’s field men, 
Mr. and Mrs. Borchardt have always gone 
to Florida every winter in order to get away 
from the weather we have up here, but they 
tell us that they have spent the most com- 
fortable winter they’ve ever had, right here 
at home, this year. We like to have our cus- 
tomers tell us things like that. It helps when 
we come to sell the next job.” 


Contractor Wayne Hazelback explains to Mrs. Borchardt 
how the fan coil unit can distribute either cool air or warmth. 

Full details on the equipment used in the 
Borchardt home are available to you. Con- 
sult the yellow pages of your phone book, 
or write to: 


National-U. S. Radiator 


CORPORATION 


HEATING AND AIR CONDITIONING DIVISION 
Johnstown, Pennsyivama 
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SEE HUSKY AT THE SHOW 
Flusky fittings conform in all respects to the Cations eee 
following high standards set forth by the Amer- ae ae ogee a 
ican Society For Testing Materials: A 234-58T. pean 


Miami Beach, 
PROCESS AND TENSILE Florida 


MATERIAL PROPERTIES Tae is ad e? BOOTH 320 
MANUFACTURE HARDNESS WELDING FITTINGS ! " 


f 

f 
CHEMICAL WORKMANSHIP AND 
COMPOSITION ) FINISH 

f 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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SEND FOR CATALOG OF HUSKY STEEL 
WELDING FITTINGS 


. . NIBCO INC., DEPT. J-6905 Elkhart, Indiana 
p INSPECTION Please send your new Husky Catalog H-1 without cost or 
e (crn > bl t . 
Learn why Husky fittings are ‘7 Ways Better” ey 


... send coupon. name 


firm 
“e address 


tees reducing tees 90° elbows 45° elbows reducers city, state 
CT Please also send address of nearest supplier. 


HEAT TREATMENT MARKING 
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YOUR CUSTOMERS CAN 
“LOOK INSIDE” EVERY YORK 
PRODUCT FOR SELF-SELLING 

PROOF OF SUPERIORITY 


RESEARCH & ENGINEERING 
MAKE IT BETTER 


YORK | -.:.-..--: 


YORK CORP. SUBSIDIARY OF BORG-WARNER CORP. 


Air Conditioning, Heating, Refrigeration and Ice Equipment - Products for Home, Commercial and Industrial Installations 
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ALMOST TALKS 


Exclusive New Sales Tool Helps You Prove 
The Blue Chip Quality Value Of York Products! 


Everybody talks sales and profits—only York 
does something about it! York backs up their 
Blue Chip story all the way—with this dramatic 
new sales tool that helps you prove beyond a 
doubt that York is worth more. The result: you 
sell more, make more in today’s price-conscious 
market. This unusual York Demonstrator has 
twenty-one action displays that reveal, step-by- 
step, the inside quality features of York Heat- 
Pumps, Packaged Air Conditioners, Furnaces, 
and all types of additional residential and com- 
mercial equipment. Each of 30 hard-selling pages 
spell out the reasons every York Blue Chip Prod- 
uct is more EFFICIENT, more ECONOMICAL, 
far more DEPENDABLE over the long haul. 
The perfect answer to volume sales and profits 
in a competitive market! 


Pull up on a tab...let customers see, in X-ray like 
detail, the high performance features of a York 
furnace. 


Spin a disk...show customers how York's Air Condi- 
tioning Compressor is built to give extra years of 
dependable service. 


Pull out on a tab...give customers crystal clear evi- 
dence of York's construction and engineering superi- 
ority. 


Get Ready For Volume... This exciting new sell- 
ing tool lets you take York Products to your 
customer and makes it easy to prove why York 
is their best air conditioning and heating buy. 
Call a York distributor today about York’s new 
““Look Inside”’ sales closer. 


See ae Ot le 


Sn. ooaaeaeaamaamnanaaial 


f 


LOOK INSIDE York's Twinline Air 
Conditioner for proof of savings up 
to 15%. See how—on warm, humid 
days—only one of York's twin sys- 
tems is needed ... how the other comes 
on when outside temperatures soar. 


te 


LOOK INSIDE York's silver “V" 
burner —see how the twin flames 
spread their heat over the rippled 
surface of heat exchanger for 
greater efficiency and economy. 


LOOK INSIDE York's Champion Air 
Conditioner. See how—as tempera- 
tures fall—outside coils are flooded 
with refrigerant fluid to eliminate 
freezing of inside coil. 
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. don’t accept anything less than 


SPORLAN Peak Performance 


SOLENOID VALVES for 
any Installation... regardless of capacity 


.. Whether for Refrigerants, Water, Steam or Hot Gas Applications 


for Only Sporlan 
with over 25 years of 
constant engineering 
a mL 
development 
Om al) 
ss 
et Ma it 
Piet; 


Sturdy take apart construction, 


Sweat type connection valves as- 
few parts, all precision machined 


The famous Sporlan Blue Seal Coils 
sembled hand tight, saves valuable 


with their high MOPD ratings per- 


to assure positive closing. 


All large capacity pilot piston 
operated Sporlan solenoid valves 
are equally applicable to Refriger- 
ants 12, 22, and 500. 


time in removing internal parts 
before installation. 


Sporlan introduced synthetic seat- 
ing over ten years ago to eliminate 
the possibility of seat leaks. 


mit the use of most valves for either 
Refrigerant 12 or 22. 


Just three sizes of Blue Seal Coils 
fit the complete line of Sporlan 
solenoid valves. 


Color coded lead wires allow quick and easy identification of coil voltage. 


See your Sporlan Wholesaler today for complete information and be 
sure to ask him for Bulletin 30-10 


. ++ then you'll know why Sporlan Peak Performance means so much 


Our 25th / Lianiversary. 


1034-19059 


sports 


AN VALVE COMPANY 


on any solenoid valve installation. 


7525 SUSSEX AVE. 
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Have him explain Right Down the Line 


Sporlan Peak Performance too! 


ST. LOUIS 17, MO. 
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General Chemical presents... 


Petroleum Pete in the inside story of 


Its Behavior in Refrigeration Systems 


... See and show this educational, 
entertaining sound-slide film soon! 


Here is the inside story on the behavior 
of oil in refrigeration systems told in a 
full-color, sound-slide film. This authori- 
tative film was prepared under the tech- 
nical direction of Dr. Walter O. Walker, 
“Genetron” Consultant and Dean, Divi- 
sion of Research and Industry, Uni- 
versity of Miami. 


Fact-packed! Entertaining! Informative! 
General Chemical’s new sound-slide film 
describes the important properties of 
refrigerating oil and how they are af- 
fected by extremes of temperature and 
pressure inside refrigeration systems. 
It answers clearly and simply such 
questions as: What causes oil break- 
down and its destructive by-products 
—sludge and corroding acids? What are 
the basic problems experienced with oil 
in the compressor and other parts of 
the system? How are they overcome? 
What happens when oil mixes with the 
refrigerant? What causes wax separa- 
tion? And many other important topics 
are covered! 


General Chemical invites any group 
which is interested in the operation and 
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maintenance of refrigeration systems 
to see and use this film. 


Refrigeration Service Engineers Society 
Chapters are invited to show the film 
at their meetings. 


Refrigeration and air-conditioning 
wholesalers, equipment manufacturers 


-——-—-—----------------- 


“Genetron” Department 


GENERAL CHEMICAL DIVISION 


ALLIED CHEMICAL CORPORATION 
40 Rector Street, New York 6, N. Y. 


and contractors are encouraged to make 
full use of it for briefing personnel and 
to show it at meetings for customers. 
The film is also available to technical 
schools and colleges offering refriger- 
ation courses. 


Mail coupon now! 


iT 
Tilia) 


Without cost or obligation, I would like to have a print and record of ‘‘OIL—Its Behavior In 


Refrigeration Systems’’ on loan for showing (state preferred dates) 


will arrange a showing for you. 


Name 


Position 


Company — ES 


Where film will be shown (chapter meeting, staff meeting, etc.) 


OO ————————— 
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PENN “RIMSET” 
handles 12 different 
heating and cooling jobs. 


Why carry a large inventory of room thermostats 
when ONE unit... the Penn “RIMSET” .. . will 
control any heating-cooling function desired? You 
just stock variables of the subbase .. . the 

same thermostat simply plugs onto any 

one of these subbases! 

And, here’s another extra... the Penn 
“RIMSET” is today’s easiest-to-set, easiest-to-read 
thermostat. When setting temperature, simply 
dial the rim . . . the extra large dial face remains 
stationary! Once you use this better thermostat, 
you'll want it on all of your heating and 


cooling installations. 


Try Penn on your next job! 


FAN SYSTEM 
APPLICATION SELECTOR SELECTOR 
SWITCH SWITCH 


HEATING ONLY —— ciuiiteateaiatnieae 
AUTO-OFF 


AUTO.OFF 
AUTO-ON AUTO.OFF 
AUTO-ON 


ae ee BF a J HEAT.OFF-COOL 
Separate heating — HEAT.OFF-COOL 


a = 9 HEAT-OFF-COOL 


AUTO-ON HEAT-OFF-COOL 


just dial the rim... 
easiest to set... easiest to read 


PENN CONTROLS, INC. se, ncn 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 
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LET’S TALK KUSULOSS 


We Tip Our Hat to an Advertiser! 


Iu not telling tales out of school when I say that we make our money by 
selling advertising space in this magazine. So naturally we like our advertisers. 
But in the interests of good taste we usually don’t applaud them editorially. 


Among our advertisers this year, however, is one who has never appeared in 
THe Business before—the Air-Conditioning and Refrigeration Institute. 
Look at this association’s ad on page 91 and you will see that it is aimed at 
selling to you the value of the ARI Seal of Certification for unitary air-con- 
ditioning equipment. 


This is the third ad in a series that is appearing in THe Business and 
also in other trade publications. And because of these ads we tip our hat to 
the manufacturer members of ARI. 


Sure we're glad to get the advertising dollars that come to us as a result 
of this program. But equally important, we feel, is the fact that ARI is spend- 
ing this money to make sure that dealers, distributors and contractors through- 
out the country understand and accept the value of this Seal of Certification. 
This advertising certainly is helping to ensure the success of the program. 


At the beginning of the year 30 manufacturers had signed contracts agreeing 
to participate in this program. By April this number had increased to 46 com- 
panies representing more than 80% of the industry’s production. And you can 
bet your bottom dollar that those manufacturers who have not signed up by 
now realize, as the result of this advertising program, that they'd better climb 
aboard the bandwagon. 


Maybe I’m closer to this than you are, but I recently saw an ad run by one 
air-conditioning manufacturer (not in this magazine, unfortunately) that listed 
capacities of the company’s line of unitary equipment. Being curious, I checked 
to see if this firm’s products were ARI certified. They were not. 


This immediately raised a doubt in my mind as to the validity of the ad- 
vertised claims. “Why isn’t this company participating in the ARI program?” 
I asked myself. If I were a dealer-contractor, this doubt could cause me to 
lose interest in that line of equipment, 


As ARI continues to tell you, through its advertising, the what, why, how, 
and where of this certification program, I’m sure that more of you will become 
convinced of the value of this program to you. In this way the association will 
have put teeth into a plan that would have been just another good idea unless 
it had been actively promoted to you who must understand and endorse it 
if it is to succeed. 


This is the first time that any association in our field has undertaken to 
promote nationally through paid advertising any such program. There's not 
a marketing man alive who wouldn’t applaud such action as being right. 


So, again, we tip our hat to ARI. 


Good luck and good selling! 
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How to Prevent § Out of 10 


9 OUT OF TEN BUSINESS FAILURES among contrac- 
tor-dealers in the air-conditioning and commercial re- 
frigeration field are due to bad business management. 
That’s the shocking figure revealed by Dun & Brad- 


street surveys. 


Question: What can be done about it? 


Answer: Provide better training in all phases of 
business management. 


Next Question: How? 


Before trying to answer that one, let’s go back a bit. 

There seems to be no arguing the fact that better 
business management is the crying need of distribu- 
tors, dealers, and contractors in the air-conditioning 
and commercial refrigeration field. There’s convinc- 
ing evidence of this need on every hand. 

The Dun & Bradstreet failure figures just cited (and 
documented more fully in the December 1958 issue of 
THE Business) are a case in point. You think this per- 
centage is high? Just think back on the last few firms 
that went down the drain in your own community. 
What was the reason? Low profit margins? Errors or 
poor judgement in figuring job costs? Slow collec- 
tions? Improper budgeting? All signs of poor busi- 
ness management. 

Further evidence is seen in the returns from a sur- 
vey recently made by this magazine of nearly 7000 
contractor-dealers in 21 metropolitan areas. Asked 
what they felt to be their most serious problem, an 
overwhelming majority gave answers that indicated a 
lack of adequate business know-how, either on their 
own part or on the part of competitors. 

Here are some typical “problem” statements taken 
directly from these questionnaires: “Lack of profit”; 
“Too many businessmen just aren’t businessmen”; 
“Competitive prices have cut profit margins”; “Our 
competitors either don’t know job costs, or don’t 
care”; “Collections”; “Taking work at a price that 
will not support adequate overhead and profit”. 

Again, distributors, dealers and contractors showed 
how much they needed and wanted information on 


better business management by their response to the 
12-part series of business management articles pub- 
lished in THe Business last year (see You’re the Boss, 
January-December 1958). And many manufacturers 
used this material in their own dealer training pro- 
grams. We have been swamped with letters telling how 
helpful this material has been. To date more than 7500 
reprints of these articles have been sold. 

So if everybody recognizes this problem, why doesn’t 
somebody do something about it? 

They have. 

During the past few years virtually every major 
manufacturer has poured time, talent, and money into 
training courses, seminars, conferences, or other edu- 
cational programs aimed specifically at upgrading the 
business management know-how of the people who sell 
the company’s products at the retail level. Many of 
these programs represent an expenditure of from $20,- 
000 to $100,000 yearly by the individual manufactur- 
ers conducting them. 

So why isn’t this enough? 

There are many reasons. 

We have sat in on a number of these business man- 
agement sessions sponsored by individual manufactur- 
ers. Some were excellent. Others, frankly, were ter- 
rible. Poor attendance, poor presentation, and poor 
follow-through seemed to make the whole effort rather 
useless. 

We have made it a point to talk to many of the 
contractor-dealers attending these meetings. Their com- 
ments shed some interesting light on this problem. 

We have heard many of them comparing one busi- 
ness management meeting with others that they have 
attended recently. This shows that contractor-dealers 
are being invited to attend several such sessions by 
several different manufacturers. Could this duplication 
account for the poor attendance experienced at many 
of these meetings? 

Also, we have had contractor-dealers say to us; 
“The guy who was running that meeting couldn’t read 
a financial statement himself, so how does he expect 
to teach me anything?” Could this attitude account 
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for the poor reaction and follow-through on some such 
programs? 

Another significant comment is: “At the last meet- 
ing I attended they explained a balance sheet one way, 
and here they explained it a different way. Which is 
right?” Could this lack of uniformity in presentation 
lead to confusion? 

Another contractor-dealer said to us: “My company 
does a volume of $900,000 a year, and they were talk- 
ing about a dealer doing only $100,000 a year. It just 
isn’t the same.” Could this mean that the existing busi- 
ness management programs are too general to attract 
wide interest among contractor-dealers? 

We think the answer to all these questions is a re- 
sounding “Yes!” 

Look at it this way. These individual business man- 
agement courses cost money—and lots of it—for the 
manufacturers who sponsor them. Their goal of mak- 
ing their contractor-dealers better businessmen cer- 
tainly is a laudable one. But are they spending their 
money in the best way possible to achieve this result? 

We think not. 

Business management is just that. And managing 
the business of one dealer or contractor is no different, 
basically, than managing that of another. No com- 
petitive product features are involved that have to be 
outlined by a specific manufacturer. 

Every contractor-dealer benefits by better business 
practices, both in his own operations and in those of 
his competitors. In fact, we have heard many manu- 
facturers express the wish that competing dealers would 
be as businesslike as their own. We have heard many 
contractor-dealers echo these sentiments. 

Better business management at the contractor-dealer 
level would help everybody. The lack of it is a com- 
mon industry problem. 

Doesn’t it make sense, then, that this common in- 
dustry problem should be solved by a common in- 
dustry effort? 

Manufacturers have demonstrated that they are will- 
ing to spend money—and plenty of it—in their in- 
dividual efforts to cure this industry ailment. Doesn’t 
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it stand to reason that if they pooled their efforts and 
their funds they could do a better industry-wide job 
at less cost to each of them? 

The membership of the Air-conditioning and Re- 
frigeration Institute includes most of the major manu- 
facturers of air-conditioning and commercial refrig- 
eration equipment. If these manufacturers were to 
join in a cooperatively promoted and cooperatively 
financed program of business management training, 
through their industry association, they could pick 
the best brains available to prepare and conduct the 
educational sessions. Professional business manage- 
ment people could be held responsible for both presen- 
tation and follow-through. This could lead to higher 
attendance at the training sessions and a clearer un- 
derstanding of the material presented. 

Sure there would be a tremendous amount of de- 
tail involved in working out such a cooperative pro- 
gram—but probably no more than each manufacturer 
now has to face in planning his own. 

What does all this have to do with you, the reader? 
A great deal! But first we'd like to ask you two ques- 
tions: 


1. Are you interested in learning more about 
how to run your business — profitably? 


2. Would you be interested in seeing a cooper- 
ative industry-wide program of business manage- 
ment training developed and presented? 


If your answer to both of these questions is yes, 
then let us know. You see, we happen to know that 
just such an idea has been proposed in certain ARI 
circles, but little has been done to get this idea off the 
ground. If enough of you tell us that you are inter- 
ested in an activity of this type, the combined weight 
of your opinions may be all that’s needed to propel 
this project out of the idea stage and into some sort of 
positive action. 


Let us hear from you! Just write to THE BusinEss, 
812 Huron Road, Cleveland 15, Ohio. Now! 
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MORE AIR-CONDITIONING IN LESS SPACE is provided for a new Chicago industrial plant by this . . 


KING-SIZE HEAT PUMP 


PROPERLY DESIGNED AND APPLIED, the heat pump 
can do an effective and economical job of providing 
year-round air-conditioning for industrial plants, even 
in an area like Chicago where cold and blustery win- 
ters are the rule rather than the exception. 

That’s the firm conviction of Frank Flick, president 
of Flick-Reedy Corp. And Flick is betting a bundle 
that he’s right, for he has equipped his company’s 
new $2,300,000 plant at suburban Bensenville, Ill. 
with the world’s largest air-source heat pump job. 

Engineered and installed by York Div., Borg- 
Warner Corp., this completely automatic system will 
produce 640 tons of refrigeration and 5% million 
Btu/hr of heating (at the design temperature of -10 F) 
to keep the 220,000 sq.ft. of plant and office space 
comfortable in either winter or summer. This results 
in a heating-to-cooling ratio of .73. 

No supplementary heat of any kind is used. In- 
stead, compound compression provides the extra heat 
needed in extremely cold weather. For winter opera- 
tion an additional stage of compression is provided 


ahead of the single stage compressor used on the 
cooling cycle. Compressor performance of the two- 
stage units even with -10 F outside air is comparable 
to that of the single-stage units at temperatures above 
15 F. 

Actually the Flick-Reedy heat pump plant is split 
up into three separate systems, any two of which will 
maintain proper temperatures while the third goes 
through the short defrosting cycle necessary in any 
air-source heat pump system. Defrost is automatic, 
being controlled by static pressure on the fans. 

Air handling capacity of the system is more than 
250,000 cfm. Six separate axial flow fans, each 44” 
in diameter and capable of handling 43,000 cfm, blow 
air past built-up coil banks. Each of the three separate 
systems has five coil banks and two fans. The fans 
are housed in the roof structure, where they present 
no objectionable appearance either inside or outside 
the building. 

Fresh air supply is variable to match outside weather 
conditions. At the -10 F design temperature, 17% fresh 
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EVEN IN SUB-ZERO WEATHER these coils extract heat from 
outside air pulled through the lattice-type brick air intake at 
the right. Ice on the floor, built up during defrost, is melted 
by electric blankets. 


air is used. The entire plant is air-conditioned — even 
traditional trouble spots where such industrial 
processes as plating, grinding, welding, paint spaying, 
parts cleaning, and heat treating take place — so 
care had to be taken not to exhaust too much heated 
or cooled air from the building for economical 
operation. 

Four electronic air cleaners are incorporated into 
the air handling system. Three of these units filter 
air for the offices, and one handles the assembly and 
inspection area of the plant. 

Water required for the air-conditioning system, as 
well as for industrial processes, is provided by rain- 
fall drained from 10 acres of roof and parking area 
and collected in man-made lagoons which are a fea- 
ture of the landscaping surrounding the plant. This 
internal water system makes available more than 150 
gallons a minute for industrial use and 30 gallons 
per minute of make-up water for air-conditioning. 

Each inch of rainfall results in a potential 10” rise 
in the lagoons, or 280,000 gallons of water. Water 
drawn from these reservoirs for “clean” operations 
like air-conditioning is merely returned to the lagoon 
from which it is drawn. Water contaminated by in- 
dustrial processes is properly purified before being 
dumped back into the reservoirs. 

All compressor equipment for the heat pump sys- 
tem is contained in a 50 x 50’ area in one corner of 
the plant, approximately 50% less space than would 
have been required for conventional heating and cool- 
ing equipment. 

The entire system is controlled by a Minneapolis- 
Honeywell Supervisory Data Center. This complex 
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COMPLEX CONTROL PANEL in background monitors opera- 
tion of the completely automatic system as Frank Flick (left), 
Flick-Reedy president, and R. C. Ingersoll, Borg-Warner chairman, 
examine one of the units. 


panel-mounted installation provides both operating 
controls for each part of the system and gauges and 
signal lights to indicate system performance. A com- 
plete schematic diagram of the system is included on 
the control panel. 

Frank Flick is as practical and hard-headed a busi- 
nessman as ever came down the pike. He insisted on 
complete year-round air-conditioning for his new 
plant for only one reason: from his limited experi- 
ence with air-conditioning in his old plant he was 
convinced that it would pay off in terms of increased 
production, improved employee efficiency, reduced 
absenteeism and employee turnover, and better quality 
control of the product. 

In a factory, Flick points out, management often 
overlooks the fact that these benefits are as valuable 
during the heating season as during the cooling season. 
That’s why the compound compression heat pump sys- 
tem appealed to him as the best possible answer to 
his problem. 

While first cost of the heat pumps system was about 
8% higher than for a comparable combination of oil 
heating and mechanical cooling equipment, operating 
costs figure to be lower. 

In round figures the total installed cost of the heat 
pump system was $540,000, compared with only $500,- 
000 for conventional equipment. For winter heating 
only, however, cost of fuel oil for the conventional 
boiler was estimated at $12,000 each year, against 
only $7200 for electricity to operate the heat pump 
installation. Some of this apparent annual savings, of 
course, would be wiped out by interest charges on the 
investment, depreciation, and added service costs. 





OPINION of customer is 
sought through reply cards. 
Prompt action is given any 
complaint, 


“We Never Expected Such Service” 


. .. customers tell this dealer who makes service his Golden Rule 


Is THERE ANYONE who doesn’t 
like good service? Arthur F. 
Schultz doesn’t think there is. Since 
1913, when he founded Arthur F. 
Schultz Co., Erie, Pa., he has held 
service to be just as important as 
the sale. 

Schultz isn’t satised until his cus- 
tomers are. Service to him doesn’t 
only mean correcting mechanical 
failures and maintaining equip- 
ment. He feels his obligation to his 
customers isn’t over until he has 
made sure they know how to get 
the best results from their new 
equipment. 

A refrigeration and food service 
equipment job recently completed 


by Richard W. Bracker, associate editor 


at Divine Word Seminary, Girard, 
Pa., will give you an idea how 
Schultz works. The time required 
for this installation was short com- 
pared with the many hours the firm 
spent making sure all the customer’s 
needs were met. 

The seminary’s dietician and 
Schultz’ enginering department 
manager, J. H. (Bus) Blakeslee, 
first had to decide what equipment 
the job required. “The customer’s 
viewpoint helps us greatly,” Blakes- 
lee says. “We attempt to gain his 
confidence so he doesn’t feel we 
are trying to sell him something he 
doesn’t need. 

“We suggested that it would be 


wise to allow for changes or future 
expansion. The sad part is that the 
customer usually appreciates this 
only when it comes time to expand. 

“For example, the nuns at the 
seminary preferred to peel potatoes 
by hand. They wanted us to leave 
enough space so they could sit 
around and peel them. We obliged, 
but we also provided for installa- 
tion of an electric potato peeler. 
“I’m betting that someday the ad- 
ministrator will have the electric 
unit put in to make the nuns’ job 
easier. 

“We spent several days after the 
job was done showing them how to 
operate the newly equipped kitchen. 
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PERSONAL SERVICE is offered cus- 
tomer as J. H. (Bus) Blakeslee works 
right along with nun to show her how to 
get the best results with her new kitchen 
equipment. 


We always work side by side with 
the people who are going to use our 


equipment. A factory representa- 


tive usually works with us,” Blakes- 
lee explains. 

“We point out the most practical 
way to use the working space. 
Sometimes we have to ‘sell’ the cus- 
tomer’s help on the new equipment 
too. They may feel that the new 
equipment will put them out of a 
job. We try to eliminate their fears 
by showing them how it will make 
their job easier. 

“We feel we can spare the cus- 
tomer a lot of costly service calls 
and repairs if we give him as much 
knowledge about the equipment as 
possible. We know this approach is 
appreciated, because customers 
have told us that they never ex- 
pected such service. 

“We often spend a full week 
teaching a customer all about his 
new units. Hospital jobs and some- 
times school cafeterias take that 


Continued on page 98 
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FROM A WALK-IN COOLER (above) 
chilled beer, soda and water is delivered 
through 1300' of plastic tubing to dis- 
pensing stations (right). The translucent 
tubing reveals any line that is not sup- 
plying liquid. Use of this tubing also 
drastically cut installation time. 


Plastic Tubing Cuts Installation Time 


FLEXIBLE PLASTIC TUBING can save time and money in installing 
an air cooled beverage dispensing system. Simard, Inc., a refrigera- 
tion and air-conditioning contractor in Lynn, Mass., knows. 

The convincer came when the company sold a draft beverage 
cooling and dispensing system to a restaurant that operates on a 
round-the-clock schedule throughout most of the week. This meant 
that the installation had to be made as quickly as possible to keep 
from interfering with normal business. 

The job consisted of a remote walk-in cooler and two dispensing 
stations. Tubing lines for beer, soda and water had to be run through 
a 75’ length of 3” duct between the cooler and the stations. This duct 
contained six 90° bends. 

Because of the flexibility of the polyamide “Nylaflow” pressure 
tubing used, Simard was able to run over 1300’ of tubing through 
this duct in a 12-hour period (midnight Saturday to noon Sunday). 
Working from 150’ coils of %4 and 5/16” o.d. tubing, the company’s 
installation crew ran six beer lines, one soda line, and one water 
line without the need of any joints inside the duct. 

If metal tube had been used, Simard points out, considerably 
more time would have been involved in bending the tube and work- 
ing it through the duct. Also, because the metal tubing comes in 50’ 
lengths, silver-soldered joints would have been required within the 
duct. Failure of any one of these joints would have meant taking 
the entire line out of service. 

All in all, Simard estimates that the use of the flexible plastic 
tubing saved from 10 to 15% of the installation time that would 
have been required with metal tube. Also, because the lightweight 
coils of plastic tubing are easier to handle and less subject to damage, 
Simard saved the amount that would have been involved in scrapped 
metal tube. 





Me TD ... the practical approach to air conditioning 


AIR HANDLERS 


MULTI-ZONE 
AIR CONDITIONERS 


NEW xo 


AIR HANDLERS 


COMPLETE SIZE RANGE TO 36,000 cfm 


COMPLETE ACME SYSTEMS FOR 
EVERY AIR CONDITIONING NEED 


Packaged Water 
Chillers Indoor-outdoor 


Cooling Towers and 
Evaporative Condensers 


= 
Self-Contained 


Air-Cooled Condensers Air Conditioners 


Now you can get famous Acme quality and dependability for the air handling 
section of almost any air conditioning system. From individual room units for 
motels, offices and other small room applications to big multi-zone units for 
large commercial and industrial buildings, every Acme air handling unit is 
designed and built for quality first. The result... you can count on Acme 
air handling units to deliver full capacity at the lowest possible sound levels 
and with minimum maintenance. 


Complete Acme Systems 


Acme also offers a broad line of water chilling and water-conserving equip- 
ment, matched in performance with Acme air handlers to produce a complete 
air conditioning system—cooling, heating, filtering, humidifying, dehumidi- 
fying and ventilating—for almost any application. Acme also produces direct 
expansion packaged units in a wide size range. Whatever your air condition- 
ing need, it will pay you to talk to the Acme Sales Engineer near you. Or 
write directly to the factory. 


INDUSTRIES, INC. 
JACKSON, MICHIGAN 


Manufacturers of quality air-conditioning and refrigeration equipment since 1919. 
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What's 
The Story 
On GE? 


by Jim McCallum, editor 


“Is GE coine out of the air-conditioning business?” 

This is the question that, in one form or another, 
has been flying around the industry ever since word 
leaked out that the company was planning to close 
its Bloomfield, N. J. plant. 

Editors of THe Bustness have heard rumors about 
this subject everywhere we've traveled lately. Some 
we realized, were based on obvious misinformation. 
Others we knew to be grossly exaggerated. Nobody 
seemed to know the facts, but everyone was interested. 

Any such move by a major company is bound to 
affect the entire industry in one way or another. It is 
bound to raise many pertinent questions. To get the 
straight answers to these questions for our readers, 
THE Business went directly to Ben Ramsdell, manager 
of marketing for General Electric Co.’s Air Condition- 
ing Department, at Tyler, Tex. 

Here are the questions we asked, and the answers 
we received: 


Tue Business: /t seems to be common knowledge 
that GE has made some move toward restricting the 
scope of its air-conditioning activities. For the record, 
just how much of your air-conditioning program is 
being discontinued, and specifically what product 
lines are being dropped? 


RAMSDELL: It is not true that General Electric has 
restricted the scope of its air-conditioning activity. 
On the contrary, we have sharpened our product line 
and our sales plans for a greater share in the market. 

It is true that we have discontinued the manufacture 
of those air-conditioning products formerly produced 
at our Bloomfield plant. It also is true that we have 
closed this plant and put it up for sale. 

The products manufactured at Bloomfield were 
primarily integral water cooled units ranging in size 
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Closing of this company’s Bloomfield 
air-conditioning plant has touched off 
all manner of industry rumors. To help 
clear the air for readers, THE BUSINESS 
goes right to the source for this 
lets-get-the-facts interview. 


up to 30 tons, and some air cooled units ranging in 
size up to 20 tons. 


Tue Business: Everybody in the industry seems to 
have his own opinion on this matter, but what’s your 
story of the real reason for this move? 


RAMSDELL: There are two basic reasons. First, we 
had far too much manufacturing space in our various 
plants for the amount of business we are doing today 
and can reasonably forecast over the next five-year 
period. Second, our studies of the market for those 
types of products manufactured at Bloomfield indicate 
that it is static, with no real growth potential, particu- 
larly in the water cooled models. 

It is our conviction, based upon research conducted 
over the past two years, that we can better serve most 
of the air-conditioning needs of the public by con- 
centrating on air cooled units, both integral and 
split, in the smaller sizes. This includes heat pumps. 

Production of all these units now is concentrated 
in our new and modern plant at Tyler, Tex. Manu- 
facture of oil and gas fired warm air furnaces con- 
tinues in Trenton, N. J. We have sufficient capacity 
at Tyler to greatly increase our current production 
without any major rearrangements or additions. 


Tue Business: Does this mean that GE has lost 
interest in the commercial air-conditioning market 
entirely? 

RAMSDELL: Definitely not. The products that we 
produce at Tyler have found increasing use in the 
light commercial market as well as in the residential 
field. We intend to continue our emphasis on these 
light commercial applications. 


Continued on next page 





WHAT'S THE STORY ON GE? 
Continued from preceding page 


Tue Business: Our magazine is read by distributors 
and dealers all over the country, so for their benefit 
how is this decision affecting GE’s existing distribution 
structure? 


RAMSDELL: Obviously those General Electric dis- 
tributors who sold large quantities of water cooled 
equipment in the past have had to re-orient their 
product lines to some degree. In most cases these 
distributors are continuing to handle our air cooled 
line and, if necessary, are filling in with water cooled 
units made by other manufacturers. We have not 
offered any objections to this type of alliance. 

The impact of our Bloomfield discontinuance upon 
distribution has been greatly confused and exaggerated 
by the effects of normal attrition in our industry-wide 
distributing organization. 

Like everyone else in the industry, we have found 
some markets in which independently financed dis- 
tribution was not geared to handle the increasing 
volume of business that we — along with the rest 
of the industry — expect. There are many reasons 
for this — primarily inadequate capitalization, slow 
collections, poor management, or lack of desire. 

In a few of these markets we felt that we had no 
choice other than company-owned distribution. Where 
we still have independent distribution, however, we 
are aggressively helping these independent distribu- 
tors in more ways than ever before, from advice in 
business management right down to closing the sale. 


THe Business: Let’s look at the future. Will you 
continue to solicit independent distributors for the 
air-conditioning products you still manufacture, or 
do you plan on channeling your marketing efforts 
through the General Electric Supply organization? 


RAMSDELL: We have no plans at all for marketing 
our products through General Electric Supply. 

In a few markets where suitable independent dis- 
tribution was not available to us, we have elected 
to use the facilities of the sales and distribution 
department of our Major Appliance Division. This 
does not mean, however, that we are going to follow 
the appliance channel of distribution. Where we are 
using these company-owned distribution facilities 
we are setting up a separate Air Conditioning De- 
partment that is fully staffed by capable and ex- 
perienced sales, engineering, and service people. Dis- 
tribution at the retail level continues to be through 
the heating and air-conditioning trade, not appliance 
dealers. 

Possibly the best answer to your question is the 
fact that we currently have franchises with 80 inde- 


pendent distributors and only 10 factory branch 
operations. 


Tue Business: We've heard a lot of talk about 
dumping of GE products in certain areas as a result 
of this move. To set the record straight, what is being 


done about existing inventory in the discontinued 
product lines? 


RAMSDELL: It is not our intention to “dump” any 
of our discontinued products, as we have no interest 
in depressing the price level of the industry. 

It is true that we have various marketing plans 
devised to help stimultate the sales of all our products 
in the off season. It also is true that we have a spring 
savings campaign which is particularly geared to 
selling air-conditioning — including the Bloomfield 
products — to industrials and other large buyers who 
tend to buy by plan rather than by season. We have 
used this type of effort for the past five years. 

We keep our distribution constantly informed of 
our inventory of all products, including those formerly 
made at Bloomfield, so thet they can plan their 
business and quote bid-and-spec jobs many months in 
advance. In many cases we are holding at the factory 
Bloomfield products for future delivery as requested 
by distributors. 

I don’t believe this constitutes “dumping”. 


Tue Business: The question of warranties is one 
of the hottest topics in the industry today. What 
provisions are you making jor warranty protection 
on the discontinued lines, particularly in regard to 
parts inventory and service assistance to the dealer- 
contractor? 


RAMSDELL: Over the years General Electric naturally 
has gone into and out of many different product lines. 
This is true of any organization, as flexibility and 
adaptability are essential if a company is to stay in 
business for any considerable period of time. 

Our present policy regarding warranties, avail- 
ability of parts, and service assistance on discon- 
tinued air-conditioning lines is the same as it has 
been on other product lines during our 78-year history. 
We will live up to these warranties for the full period. 
Parts will be available for the natural lifetime of the 
product. Service assistance will be available from our 
headquarters staff and from our field engineering 
staff, exactly as in the past. 


Tue Business: Do these changes in any way effect 
the program of marketing schools that you launched 
last year? 


RAMSDELL: These schools definitely will continue, 
and what’s more they have been improved in both 
scope and technique. 


Tue Business: You stated earlier that you didn’t 
foresee much of a potential for the discontinued 
product lines. Just what is the feeling at General Elec- 
tric about the future of the air-conditioning industry 
as a whole? 


RAMSDELL: We are confident that air-conditioned 
homes will become as much a part of the American 
way of life as air-conditioned restaurants and theaters. 
We also believe that the air-conditioning industry is 
one to which our research, engineering, manufacturing, 
and marketing capabilities can make a sincere con- 
tribution. We definitely feel that it is the type of 
growth business in which we like to participate. 
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Pre-engineered by Koppers to eliminate guess- 
work, unnecessary calculations and difficult 
installations, AIRCOUSTAT Sound Traps guar- 
antee trouble-free silencing of all duct-trans- 
mitted noise . . . at a savings in time and 
money to you. 

AIRCOUSTAT selection is quick, simple and 
reliable. A choice of over 60 stock models, 
fabricated in 6 lengths, solves every noise 
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reduction problem. AIRCOUSTAT is built to give 
a lifetime of maintenance-free service. 

Write today for your copy of the AIRCOUSTAT 
Selection Manual, a quick guide to the right 
unit or combination of AIRCOUSTAT units to 
eliminate duct-transmitted noise in all air 
handling systems. Write KOPPERS COMPANY, 
Inc., Sound Control Department, 3205 Scott 
Street, Baltimore 3, Maryland. 


SOUND CONTROL 
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METAL PRODUCTS DIVISION 
Engineered Products Sold with Service 
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Ranco research 
engincers 
discuss dryer 
controls to 

be used on 
1961 models. 


From Ranco’s modern Research Center, Pompano Beach, Florida... 


“Custom-Designed” Controls for your product 


The enlarged Ranco Research Center is open for busi- 
ness... the research, development and testing of con- 
trols for your air conditioning, heating, refrigeration 
and laundry equipment. Facilities, equipment and staff 
have been increased to tackle and solve your control 
requirements. Your product will receive the personal 
attention of the country’s leading control engineers. 
Ranco Research starts by determining what you want 
your products to do, develops the control to meet 
these requirements, tests it for practicality, perform- 
ance and service. 

Ranco Research represents nearly 50 years of suc- 
cessful experience working closely with manufacturers 
to solve control assignments. 


New Ranco Research Center in Pompano Beach, Florida 


Among the projects now in the Ranco laboratory are: 

(1) extracting heat in practicable quantities from low- 
temperature air 

(2) refining and improving heat pump control systems 

(3) developing control techniques to make heat pump 
applications practical anywhere in the U. S. 

(4) investigating “comfort air conditioning” through 
automatic temperature-humidity control systems 

(5) improving laundry dryer controls for greater cycle 
flexibility 

To discuss controls specifically or just get acquainted 

with what Ranco Research can do for you, contact 

your Ranco representative or write to Ranco Incor- 

porated, Columbus 1, Ohio. 


INCORPORATED 
COLUMBUS 1, OHIO 


Circle No. 39 on Reader Service Card 


THE BUSINESS 





by Joseph Siegel 
Ditmas Refrigeration Co., Inc. 
Brooklyn, N.Y. 


WHAT'S THE MOST IMPORTANT 
tool a refrigeration and air-con- 
ditioning serviceman can carry? 

That’s a tough question, but 
I’ve been making service calls for 
years and I'd vote for a snap- 
around volt ammeter-ohmmeter. 

This versatile piece of equip- 
ment is the most complete test in- 
strument a serviceman can own. 
I’ve been carrying one with me for 
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nearly a year now, and I’m still 
learning to appreciate it more 
every day. It saves me time, effort 
and trouble on every call I make. 

Just follow me through a typi- 
cal day and I'll show you what | 
mean: 


CALL NO. 1: 

I was sent to check a chest-type 
freezer with a 1/2-hp self-contained 
condensing unit. Complaint: the 
unit was defrosting. 

I found the condenser fan was 
running but the unit wasn’t start- 
ing. I removed the line from the 
head terminals. Using my snap- 
around volt ammeter-ohmmeter as 
an ohmmeter I took resistance 
readings across the terminals 
(Fig. 1). 

I discovered the starting resist- 
ance was only 14% ohms, while the 
running resistance was 5 ohms. 
Actually the starting resistance 


FIG.4 (Altered) 


PROFITABLE SERVICE AND 
INSTALLATION PRACTICES 


should be at least 20% greater 
than the running resistance, so | 
knew that the head had defective 
starting windings. I reported this 
fact to the office. 

Without the test instrument I 
would have had to use a sealed 
unit starter kit and rig up a ca- 
pacitor to obtain a source of power 
so I could try to start the head. 
If I could start it, then I would 
have to take current readings; if 
I couldn’t I'd have to yank the 
head out. 

TIME SAVED: A minimum of 
20 to 30 minutes. 


CALL NO. 2: 

I was sent to test an air-con- 
ditioning unit. Complaint: unit 
didn’t run. 

Using my snap-around volt 
ammeter-ohmmeter as a voltmeter, 
I checked for power and found it 
OK. Then I manually tripped the 





FOUR WAYS YOU CAN USE a snap- 
around volt ammeter-ohmmeter to save 
time on service calls: (A) To check 
unmarked terminals on small motors; 
(B) To check proper circuitry and re- 
sistance of motor control solenoid coils; 
(C) To check phase balance, particularly 
on new installations; (D) To check for a 
low voltage condition that may cause 
improper operation of equipment. 


Continued from preceding page 


reset on the contactor, and the 
unit started. Keeping the unit 
running, I used my test instru- 
ment as an ammeter to check the 
running current. I found it 
normal, so then I knew that I had 
to check the control circuit. 

I disconnected the control cir- 
cuit. Then using my snap-around 
volt ammeter-ohmmeter as an ohm- 
meter I checked across the com- 
ponents (Fig. 2) for a possible 
open circuit and quickly found 
the trouble — an open relay. 

If I had not had this test in- 
strument handy I would have had 
to put a jumper across each in- 
dividual component separately and 
try the power each time. If any 
relay in this type of unit fails, or 
any control is open on starting, 
the control relay takes the current 
off the control circuit, making it 
impossible to check the compo- 
nents with an ordinary volt-am- 
meter. Another advantage in using 
a snap-around volt ammeter-ohm- 
meter for trouble shooting is the 
safety factor you get because you 
can shut down the equipment and 
take resistance readings, using the 
instrument as an ohmmeter. 

(Incidentally, two other service- 
men from competitive firms who 
did not carry this instrument as 
part of their equipment had prev- 
iously failed to find the trouble 
on this job.) 

TIME SAVED: At least 35 to 
40 minutes (and possibly I could 
not have done this job in the field 
at all without this instrument.) 


CALL NO. 3: 


Next stop was a supermarket, 
where I was to check a food freezer. 
Complaint: freezer was not getting 
cold. 

Using my snap-around volt am- 
meter-ohmmeter as an ammeter, I 


checked the unit for normal run- 
ning current and found it was OK. 
I checked to make sure that the 
leads to the heater element were 
carrying current, even though the 
time clock was in the freezer 
cycle. 

Then I shut off the current and 
disconnected the heater lines. 
Using my test instrument as an 
ohmmeter, I made a continuity 
check on the clock switch and 
found it OK. Then I tested the 
heater leads and found a ground. 

I knew that it would take at 
least a week to get a replacement 
for the heater element. But the 
freezer was loaded, so I had to find 
a temporary solution. 


Using my snap-around volt am- 
menter-ohmmeter as a voltmeter, 
I checked the circuit and found 
that the heater operated at 115 
volts and that the clock control 
was in the ground circuit, so I 
reversed the heater leads (Figs. 3 
and 4). Then I changed polarity 
to the clock switch, thus permit- 
ting the unit to operate tempo- 
rarily until the replacement heater 
element could be obtained. 

TIME SAVED: Approximately 


25 minutes. 


CALL NO. 4: 
My final job for the day in- 


volved another freezer. Complaint: 
freezer was running warm. 

Upon checking the unit, I dis- 
covered that the system was oper- 
ating in defrost, even though the 
temperature in the case was up to 
almost 40 F. I decided that the 
fault must lie in the defrost ther- 
mostat. I had to be sure, however, 
for replacing the thermostat is a 
king-size job. 

I shut the power off and dis- 
conected the line to the thermo- 
stat. Using my snap-around volt 
ammeter-ohmmeter as an ohm- 
meter, I checked and found the 
fault immediately, without any 
guesswork (Fig. 5). 

Without this electrical test in- 
strument I would have had to run 
a set of live leads and use a con- 
tinuity checker to test the thermo- 
stat. And thermostats are usually 
hard to get at for such tests. 

TIME SAVED: At least 20 


minutes. 
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10th International Congress of Refrigeration will be 
held August 19-26 in Copenhagen, Denmark. More than 1500 scientists and en- 
gineers from all over the world are expected to participate in the technical 
sessions... . New president of Air Filter Institute is E. F. Burow of To- 
ledo, Ohio. Other new officers: E. F. Snyder, Minneapolis, lst vice presi- 
dent; W. B. Watterson, Cleveland, 2nd vice president; Arthur Nutting, Louis- 
ville, secretary-treasurer. 


Myron D. Miller has been appointed secretary of the Na- 
tional Mineral Wool Association, succeeding William A. O'Hara, who will 
continue with NMWA in an advisory capacity . . . A_half-million-dollar con- 
tract to provide year-round air-conditioning for 500 "low priced” homes 
($13,950) in the Dallas, Tex. area has been signed by Carrier Corp. and Fox 
& Jacobs Construction Co. . . . Selling 71 gas air-conditioners plus two 
25-ton liquid chillers in the heart of TVA country last year is the achieve- 
ment boasted by Chattanooga Gas Co. 


$20,000 in educational awards will be given by Carrier 
Corp. this year to call attention to its 1959 line of room air-condition- 
ers. A $5000 scholarship will be awarded to winners of a consumer essay con- 


test in each of the company’s four regions. Participants must complete this 
statement: "I want my child to go to college because..." 


Standardization of military field refrigeration and 
air-conditioning equipment in sizes from % through 10 hp has been completed 
by the Department of Defense. Standards written for each type of system com- 
ponent are backed by a detailed specification. These two documents, when 
fully coordinated, will be used in procurement of all such equipment. 


McQuay, Inc. is planning a public offering of 50,000 
shares of additional common stock. President B. E. James says a portion of 
the proceeds will be used to build a 40,000-sq.ft. addition to the company's 
plant at Faribault, Minn. The balance will be added to working capital. 


Heat Controller, Inc. has announced a line of gas fur- 
naces that puts the firm back into the production and marketing of forced 
warm air furnace products for the first time since 1955, when its previous 
line of such products was discontinued . .. . Acre Service, specializing 
in manufacturer's warranty hermetic system repairs of room air-conditioners 
and commercial and residential air-conditioning systems has expanded for a 
second time into larger facilities in the Brook Hollow Industrial District 
of Dallas, Tex. Owner G. M. DeJarlais says the rapid growth of air-condi- 
tioning in the southwest made the move necessary. 


More than 700 industry people, including dealer-con- 
tractors, utility personnel, and representatives of manufacturers, dis- 
tributors, and suppliers, heard the gospel of the Silver Shield program 
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preached by representatives of National Warm Air Heating & Air Conditioning 
Association during a recent 2-week period. Cities covered were Lansing, 
Mich.; Dallas, Tex.; Milwaukee, Wisc.; and Rochester, N. Y. 


Marley Co. has entered the air-cooled condenser field 
with a new 9-model line offering nominal capacities from 15 to 100 tons. 
Units will be marketed under the firm's tradename of Dri-Cooler. 


A bill (H.R. 2788) has been introduced into the House 
of Representatives by Congressman Frank C. Osmers, Jr. to amend the Robinson- 
Patman Antiprice Discrimination Act "by providing for the mandatory nature 
of functional discounts under certain circumstances”. If passed, it would 
give recognition to the important services performed by distributors by 
providing a more equitable pricing of goods sold for resale, where they are 
in competition with those sold direct. 


Central residential air-conditioning activities of 
Gibson Refrigerator Co., division of Hupp Corp., will be consolidated in the 
Cleveland plant of Perfection Industries, another Hupp division, to allow 


Gibson to concentrate on plug-in type room air-conditioners and heat pumps. 
Milo Chavez, formerly with Gibson, has been named manager of Perfection's 
expanded central heat pump and air-conditioning department. 


T. C. Alexander of Denver has been elected president 
of Refrigeration and Air Conditioning Contractors Association, replacing 
Charles L. Walling of Los Angeles who has resigned from his second term in 
this capacity because of poor health. Alexander had been lst vice president. 


Manufacturers paint rosy picture of air-conditioning 
shipments (for editorial comment on this subject see As We See It colum in 
this issue). 


Orders for air-conditioning and heating equipment 
totaling $3,587,000 were taken by Airtemp Div., Chrysler Corp., during a 
telephone sales campaign on St. Patrick's Day. The company's 30 regional and 
district managers made more than 500 personal calls to distributors across 
the country. 


As of mid-March, factory shipments of 1959 air-condi- 


tioners by Coolerator Div., McGraw-Edison Co., were more than double those 
for the same period last year. 


Shipments of Arkla-Servel all-year gas air-condition- 
ing units for February (931 units) topped any previous month in the compa- 
ny's history. Shipments for the first two months of 1959 totalled 1595 units, 
compared to 949 for the first two months of '58. 

A new record for factory shipments of Fedders air- 
conditioners was established during the first half of the company’s fiscal 
year (Sept. '58 - Feb. '59). Shipments during this period topped those dur- 
ing the same 6 months of the last fiscal year by 18%. 
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This specially-designed stand saves you 
time and trouble by making it easy to 
unload IsorrRoN cylinders in inverted 
position. It’s strong and rugged, with 
welded steel construction, non-tip base. 


To get your free stand, simply save the 
special tags on each cylinder of 
IsOTRON 12 and 22 refrigerants. Each tag 
is worth one to ten points, depending 
on size of cylinder. Present a total of 30 
points to your IsoTRON dealer for each 
cylinder stand. No limit to number of 
free stands you can get, but offer will be 
discontinued when supply is exhausted. 


Be sure to look for the special tag... 
and for the valve seal that tells yeu 
you're getting extra-pure, extra-dry, 
guaranteed weight IsoTrron, the origi- 
nal factory-sealed refrigerants from 
Pennsalt. 
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If you want to sell to building management 


Get In On The Ground Floor 


by Edward Dowis 


Mr. Dowis has spent many years as the operating engineer for 


hotels, apartment buildings, and property management organiza- 


tions. From his vantage point as a buyer of air-conditioning and 


refrigeration facilities he offers some pertinent and pointed ad- 


vice to contractors interested in selling this type of customer. 


ARE YOU GETTING YOUR SHARE of refrigeration and 
air-conditioning business from hotels, hospitals, in- 
stitutions, apartments, property management firms, 
and other large users? Too many dealers and con- 
tractors, large and small, place self-imposed limitations 
on their business potential. They pass up profitable 
business through failure to understand purchasers’ 
requirements. Too many classify users into groups 
and go after only the select few whom they feel 
particularly competent to serve. 

If you are a small dealer or contractor, you are 
probably passing up business which you can get and 
handle better than many who are now doing it. If 
your firm is large, you may be losing a lot of business 
to plumbers, electrical and sheet metal contractors. 

How does one go about selling to large properties? 
Whom should he see first? If a property is owned by 
people in another city, should he look up the prin- 
cipals or contact local operators? 

There are no simple answers to these questions 
which will apply in every case. However, there are 
ways to find the right person in a particular organi- 
zation, and to make your services or merchandise at- 
tractive to him. Some of these general rules will 
help you. 

If you sell or perform service, contact the superin- 
tendent or chief engineer of the property you wish to 
sell. He may be a professional engineer or, more prob- 
ably, a man who has risen through the ranks as a 
general maintenance man. He will be in charge of all 
refrigeration, heating and air-conditioning equipment 
as well as electricity and water. He will carry what- 
ever licenses are required by local or state codes. More 
than likely he is a licensed operating engineer. 


The importance of selling yourself and your service 
to the local superintendent can not be over-emphasized. 
It can be assumed that he is held in high regard by the 
owners, else he would have been replaced. Men in 
these jobs usually have a long tenure. It is not un- 
usual for the superintendent to be employed when a 
structure is started and work with the architect and 
contractor. 

The superintendent is responsible for all mainte- 
nance and operating personnel. Routine purchases by 
him are seldom questioned. Because he is held directly 
responsible for dependable operation of all mechanical 
equipment, and at the same time for cost control for 
merchandise, service, utilities, and payroll, he has 
broad discretion in selecting sources of supply. 

Once you have sold the superintendent it may be 
necessary to convince top management, particularly 
if you are trying to sell a large installation. Final 
decision on buying will rest with the owner, but you 
may have to do your selling to a property manage- 
ment firm. 

Recommendations of property management firms to 
owners carry much weight because of their wide ex- 
perience in managing a great variety of properties 
for inany owners. But it has been my experience that 
the owner will make a decision only after consultation 
with the superintendent, custodian, and others most 
intimately connected with the operation. 

Whenever an installation is designed and specified 
by professional engineers, any contractor who is 
qualified to perform the work, with subcontractors 
if necessary, can usually submit a bid. The contractor 
is relieved of much of the layout work when working 
on engineered jobs. 
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When making bids on engineered jobs be sure that 
plans and specifications are sufficiently detailed to 
permit you to do the job as the engineer planned. 
Suggestions for changes or more detailed instructions 
should be made before the bid is submitted. 

So long as you can perform a service or supply 
merchandise to comply with their specifications, you 
can work with consulting engineers, regardless of the 
size of your organization. Offer your services to con- 
serve their time by providing engineering performance 
charges and tables for your products. 

To close the order you must convince the prospect 
that you can supply his needs better, or at less cost, 


than your competitors. Here are some of the best 
ways to accomplish that: 


Offer what your prospects want. Find out what 
your customer is trying to accomplish, and show him 
in detail how you propose to solve his problem. Give 
him a realistic cost estimate, and stay within the limits 
of what he is able to spend, but not if this means an 
inadequate system, 

It’s much better to lose an order than to sell a 
system or component which will not perform as you 
promised. If a competitor does this, keep in touch 


with the purchaser. You may get a job making alter- 
ations later. 


Be cooperative in locating equipment. Nothing 
is so important in a building as usable space. The 
dealer most likely to win a contract in a building is 
the one who can save space. 

Ask for and listen to suggestions from the building 
engineer. If necessary, put the equipment on the roof, 
hang it on or push it through a wall. Put it outside 
or in that ventilating shaft which will not be needed 
with air-conditioning. Hang it from the ceiling or 
put it on legs so space below can be used for storage. 

Even where space appears adequate, work with the 
engineer. He will be in your corner if you locate 


equipment to his satisfaction. He expects to be living 
with it for a long time. 


Furnish reliable engineering service. Your cus- 
tomer will want assurance that your installation will 
maintain specified conditions at minimum total costs 
for operation, maintenance and depreciation. As the 
contractor you are responsible for supplying this 
service. 

You do not have to be or employ a registered pro- 
fessional engineer to furnish this service. Manufac- 
turers and suppliers maintain offices staffed with 
competent engineers. As a customer they will supply 
you whatever engineering service may be needed for 
application of their products. Many of your sub- 
contractors employ engineers whose services also are 
available to you. 

Get to know some established consulting engineers. 
You can render your customer a real service by being 
able to recommend a good consultant who, for a fee, 
can design a complete system and supervise it to final 


Continued on page 65 
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Want To Increase Your 
Sales to Building 
Management? 


STEP 1: 
Find the right people to deal with 


STEP 2: 


Observe these 10 simple rules 
1. Offer what your prospects want 


Be cooper.stive in locating 
equipment 


Furnish reliable engineering 
service 


Work with the purchaser's 
staff 


. Let other contractors sell 
for you 


Be willing to assume 
responsibility 


. Show how to use present 
equipment 


. Comply with building 
requirements 


. Use cost-saving materials 
and methods 


10. Go easy on alterations 
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completion and acceptance. You 
will then be responsible only for 
carrying out the terms of his 
specifications. 

Knowing good engineers also 
opens the door to you to bid on 
other refrigeration and air-con- 
ditioning work which they handle. 


Work with the purchaser’s 
staff. Many institutions and build- 
ings have plumbers, electricians, 
or other mechanics who can do 
some of the work connected with 
an installation. Be cooperative in 
this respect. It may place your 
bid in a favorable position. 

But don’t forget you are still 
supervising the job, and it is up 
to you to see that work is done ac- 
cording to applicable codes and 
that those doing it are properly 
authorized. If you fail to do this 
you may run into difficulty with 
inspectors in getting final approval 


of the job. 


Let other contractors sell 
for you. Keep in touch with all 
contractors in lines related to 
yours. You may want to sub- 
contract electrical work or plumb- 
ing on a large job. Remember that 
many plumbers and electricians 
may want to bid on jobs involving 
refrigeration. 


Be willing to assume re- 
sponsibility. Your customer 
wants to know that someone will 
be around if he needs service. Be 
sure your subcontractors are 
people you can rely on without 
risk of losing profit or good will. 


Be sure someone in your organi- 
zation knows enough about the 
entire installation to render emer- 
gency service. And keep plenty of 
spare parts available. 


Show how to use present 
equipment. It may be to your 
customer’s advantage to use pres- 
ent equipment in conjunction with 
what you offer. Show him how to 
use his present system insofar as 
it can be done to advantage. 

Your best approach to selling 
new equipment may be your 
ability and willingness to show 
the customer how to get the most 
out of what he now has. By show- 
ing just what can be expected of 


Continued on page 102 
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ICE MAKER CUSTOMERS are where you find them, and in Atlanta, Ga. a lot of 


them were found in this new shopping center. Arrows indicate some of them. 


lce Makers All Over the Place 


WHERE CAN YOU SELL automatic ice cubers and flakers? In a sur- 
prising number of places! 

For example, look at the Broadview Plaza Shopping Center in 
Atlanta, Ga. A total of 13 ice machines have been installed in this 
shopping center. Collectively these machines are capable of delivering 
more than 4 tons of ice daily to Broadview Plaza merchants ranging 
in nature from a supermarket to a variety store (remember when 
they used to be called “dime stores”, and their merchandise was 
priced accordingly ? ) 

The Broadview Plaza ice maker installation is believed to be one 
of the largest ever made to a shopping center group. It provides a 
convenient and sanitary supply of ice for virtually every store in the 
center that offers any form of food or beverage service. 

Twelve of the units were Scotsman machines sold by Automatic 
Ice Maker Co., Scotsman distributor in Atlanta. One store installed 
a Carrier ice cuber with crusher. 

Here’s a rundown of the establishments in this new shopping 
center, claimed to be the largest in the south, that have installed 
automatic ice makers of one type or another: 

Knight Hawk Grill, 350-lb flaker; Winn Dixie supermarket, 550-lb 
and 1000-lb flakers; Walgreen drug store, 1000-lb flaker; Kresge Co. 
variety store, 1000-lb flaker; W. H. Belk department store, 350-lb 
flaker; The Big Apple supermarket, 500-lb flaker; Broadview bowling 
alley, 350-lb flaker; G & M cafeteria, 2000-lb flaker; Sweet Shop, 
350-Ib flaker incorporated with fountain equipment; G. C. Murphy 
Co., ice cuber and crusher. 


SUPERMARKET MANAGER Otis Jones examines the flake ice delivered by the 
automatic ice maker installed in the Big Apple store. Similar units were purchased 
by many types of establishments, from restaurants to variety stores, 





I F you have salesmen working for you, you need 
to have sales meetings—whether your sales staff 
consists of one man or twenty. There’s no pat 
answer as to when or how you should run them, 
but there are certain sound and proven princi- 
ples you should keep in mind. The suggestions 
contained in this article are condensed from 
material prepared by Charles L. Lapp, Ph.D.., 
professor of marketing at Washington Univer- 
sity and a sales management consultant. We 
present them here because we feel sure you can 


use them to make your sales meetings more 
effective. — The Editors. 


MORE SALES AND BETTER TRAINED SALESMEN are the 
ultimate goals of all sales meetings. Whatever else may 
be accomplished, unless these two goals are realized 
there is something lacking in the meetings. Remember 
—a sales meeting should inform and inspire salesmen 
more effectively than any other means of communica- 
tion. 

Once you have determined the need for sales meet- 
ings you must decide how often to hold them. Con- 
sider the size of your sales force and the urgency of 
problems in making your decisions. 


Make | Your Sales entines s Sell 


If you only have one or two salesmen, you prob- 
ably hold many informal meetings during the course 
of a week in the form of discussions. It would be more 
effective, however, if you could consolidate these meet- 
ings into one conference-type meeting a week. 

Most companies hold sales meetings on Saturday 
morning, starting a little later than on a regular work 
day. During the morning salesmen are usually alert 
and more attentive. And Saturday meetings take no 
actual selling time. 

But don’t fall into the trap of holding sales meetings 
at the same time and in the same location consistently. 
A change of atmosphere or environment can stimulate 
salesmen with the feeling that they are experiencing 
something new. Try alternating your regular meet- 
ings with luncheon or dinner meetings. 

Always advise the salesmen of the time and date of 
a meeting well in advance. Don’t make a habit of 
calling sales meetings on very short notice. Consider 
bringing in people from other departments. An ac- 
countant, service manager or someone else within the 
organization may be able to help iron out difficulties 
about office procedures of handling of orders. 

In planning each sales meeting, you should care- 
fully consider several important factors: 


Determine the objectives to be accomplished at 
the meeting, and decide on a theme which will arouse 
the interest of salesmen. 
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Watch your timing. It’s probably the most im- 
portant single factor in a successful sales meeting. 
Plan to keep each presentation as short as possible. 
You can hold the interest of salesmen more effective- 
ly by three presentations of 15 minutes than one of 
45 minutes. Set up a time table for coverage of each 
major point, and be sure each presentation is worth 
the amount of time planned for it. 


Put your points across with the assistance of a 
blackboard, charts, movies, recordings, models, actual 
products, or any number of other methods. But vary 
the methods of presentation. Don’t have men look at 
one film after another or hear one speech after another. 


Consider the room in which the meeting is to be 
held. Select it for availability, size, seating arrange- 
ment, lighting, ventilation, acoustics, and convenience 
to water fountains and coat rooms. 


Appoint someone to prepare the seating ar- 
rangement, speakers’ platform, and props. Nothing is 
more distracting than to listen to a presentation while 
someone is setting up props for the next. Rehearse 


the meeting and help participants to smooth out any 
wrinkles. 


Start the meeting off in an interesting and lively 
fashion, and state the purpose of the meeting. Main- 
tain your schedule, and warn speakers when they have 
5, 3, or 2 minutes to go. 


Include a recess or coffee break and mention the 
time which you expect to resume the meeting. Con- 
stantly watch the attentiveness of the salesmen and be 
prepared to regain attention if it begins to wane. 


Summarize after each major point has been 
presented, and conclude the meeting with a summary. 
Review accomplishments which have resulted from past 
meetings, and relate important happenings or pros- 
pects for the future. Present any awards or citations 
at the end of the meeting. 

Alternate the formal, informal, and salesmen par- 
ticipation meeting. 

An informal meeting should be a round table type 
of discussion of matters relating to the sales depart- 
ment. Informality is the key to success in this type of 
meeting, but that doesn’t mean a haphazard, untimed, 
poorly presented meeting. 

At a salesmen participation meeting, under the di- 
rection of a conference leader, salesmen are given 
the opportunity to raise questions, examine viewpoints, 
disagree and finally reach a conclusion concerning a 
problem, method or idea. 

This type of meeting requires more advance plan- 
ning, but their value is greater. Salesmen gain confi- 
dence when they feel their ideas are respected. And 
they will be more willing to help solve each other’s 
problems. 

It may take longer to draw out ideas, but salesmen 
usually more fully understand and remember ideas 
that they help formulate. And ideas arrived at may 
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receive more support than those imposed by manage- 
ment. 

The experiences of your men may be extremely 
valuable not only to other salesmen, but also to man- 
agement. As a participant, a salesmen will continue 
to think about situations with which he is confronted. 
Once he has learned to self-analyze and self-train a 
salesman will become more self-reliant. 

In planning this type of meeting, explain its pur- 
pose and ask salesmen to make some preparation in 
advance. This can be a great time saver. Prepare the 
presentation in advance. As conference leader, keep 
the sessions moving at an interesting pace, and es- 
tablish points that otherwise might be missed by the 
participants. 

Follow these tested ideas for leading salesmen-par- 
ticipation meetings. 


® Start on time. 

® Outline what is to be covered and why these points 
are important. 

© Indicate to the participants what will be expected 
of them. 

® Define any controversial words to prevent debate 
on terminology rather than ideas. 

® Encourage the exchange of ideas. 

® Guide the discussions, but don’t give all the 
answers. 

® Don’t allow any person or group to monopolize 
the discussions. 

e Attempt to reconcile conflicting viewpoints. 

e Summarize from time to time indicating areas 
of agreement and disagreement, important facts, and 
conclusions and then prepare the group for the transi- 
tion to a new area of interest. 

e Do not allow the exchange of viewpoints to 
become personal. 

e Discourage private conversation, as they may 
disrupt others present. 

e Prepare in advance questions that will stimulate 
thinking and direct discussions. 

© Inject humor into the meeting, but not too often 
or in such a way as to embarrass anyone. 

® Praise those who make good suggestions or 
contributions. 

© Feel out the groups needs and interests. Empha- 
size them as the session progresses. 

® Recognize when a point is not for group discus- 
sion because of its isolated application or because it 
requires a decision from management. 

® Get each individual to participate by asking for 
questions, directing a question to a specific salesman, 
or getting a show of hands for or against a specific 
point. 


Another important consideration in planning a sales 
meeting is the subject matter. Even the best planned 
meeting is wasted if the subject is not of interest to 
the salesmen. Here is a list of possible subjects: Ap- 
plication of new and existing products; competitive 
products and product features; competitive actions and 
strategies; changes that might effect installation costs; 
installation short-cuts and estimating techniques. 





Steady extra profit all year, better 
service for your customers—with a 
new kind of water treatment service 


Anyone owning a water-cooled air-conditioning or refrigera- 
tion system is a prospect. Many prospects who need this 
service are right in your own community. Many of your own 
customers need it. Fits in perfectly with the services you now 
offer. Makes you an all-around expert, brings in extra revenue, 
establishes you more solidly with your customers. 


All “Virginia’”’ Water Treatment Chemicals are easy and safe 
to use. Solid Scale Remover, for example, is a dry-acid formu- 
lation packed in 10 and 50-lb. drums. Just empty into water, 
stir, and it goes to work at once. Perfectly safe for use on gal- 


vanized, dipped zinc and aluminum equipment. No danger of 


breaking heavy glass bottles—no acid solution damaging floors. 
Simple and quick—anybody can use it. 


ESOTOO « V-METH-L « CAN-O-GAS « VASCOCEL « PERMAGUM e PRESSTITE TAPE « SUNISO REFRIGERATION OILS 
WATER TREATMENT CHEMICALS « NATIONAL SALES AGENT & REPACKER FOR DU PONT’S FREON REFRIGERANTS 


Let us show you a simple, tested way to sell this valuable, 
profitable service to old and new customers. This new kind 
of water treatment service can be handled by your men with 
virtually no special training, keeps extra profit coming in all 
year. And your customers will thank you for adding years 
of service to the life of their equipment. 


Livia 
B77) 
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Water treatment is reliable and efficient with “*Virginia’’ chem- 
icals—Solid and Liquid Scale Remover, Water Treatment 
Scale and Corrosion Inhibitor, Algae-Cides 41 and #2, and 
Ice Machine Cleaner. Free technical help is also available 
from “Virginia.”’ Write for free folder, “‘How to Turn Water 
into Money’’—Refrigeration Division, VIRGINIA SMELTING 
Co., 531 Jefferson St., West Norfolk, Va. 
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APPLICATIONS 


Epitor’s Note: Jn Part 1 of this series, published in the March 
issue of THE Business, Mr. Farr explained what a heat pump is, how 
it works, and compared its efficiency with other heating methods. 
This month he discusses one of the major problems of heat pump 
application — defrosting of the outside coil in cold climates. Sub- 
sequent articles, which will appear every other month in this section, 
will point out heat pump applications, offer installation hints, and 
outline methods of predicting operating costs. 


GEOGRAPHY PLAYS A MAJOR 
ROLE in heat pump applications. 
Outside design conditions are an 
important consideration in select- 
ing the right model for any par- 
ticular job. In most southern 
states, for example, the cooling 
load is high in relation to the 
heating load. In northern states, 
the opposite is true. 

In areas where prolonged be- 
low-freezing temperatures are 
common, one of the most trouble- 
some of air-source heat pump 
problems is that of defrosting the 
outside coil. 

To pick up heat from the out- 
side air, the temperature of re- 
frigerant in the outside coil must 
be lower than that of the sur- 
rounding atmosphere. So it is pos- 
sible for frost to start forming on 
the outside coil when the outside 
dry bulb is between 32 and 40 F. 
The heaviest frost accumulation 
occurs from this initial tempera- 
ture down to about 20 F. Below 
this point, the absolute humidity 
of the outside air is low enough 
so that frost (though it still oc- 
curs) is retarded. 

The major effect of frost build- 
up is to restrict the flow of air 
over the outside coil. This re- 
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duces the heating capacity of the 
heat pump. So, when operating 
below the frost point, it is necessary 
to remove the frost from the out- 
side coil periodically. 

There are many ways of doing 
this. One of the most common is 
to reverse the cycle of the heat 
pump for a short period. This 
causes the hot gas from the com- 
pressor to flow through the out- 
side coil, which is then acting as 
a condenser. This means, of 
course, that the inside coil be- 
comes the evaporator, so to keep 
from discharging cold air into the 
structure being air-conditioned 
the indoor blower must be shut 
off during the defrost cycle. 

The defrosting operation is gen- 
erally started by one of two com- 
mon control methods. 

One method uses a dual tem- 
perature control in which one bulb 
senses the temperature of the air 
supply to the outside coil, and the 
other bulb senses the temperature 
of the refrigerant in that coil. 

As long as no frost has built up 
on the coil, the temperature dif- 
ferential between refrigerant and 
outside air remains constant. As 
frost build-up restricts the flow 
of air, the refrigerant tempera- 


by Arthur H. Farr 


THE HEAT PUMP PRIMER —Part 2 


ture drops, increasing the differen- 
tial between outside air and re- 
frigerant temperature. 

The normally closed defrost 
switch opens at a predetermined 
setting, reversing the flow of re- 
frigerant through the reversing 
valve. It also de-energizes the fan 
relay, causing the indoor and out- 
door blowers to stop. 

The heat pump will now oper- 
ate on the cooling cycle for a 
short period, heating the outside 
coil until the ice melts. When the 
ice has been removed, the defrost 
switch will close and return the 
unit to the heating cycle. 

The other common defrosting 
method uses a time clock mechan- 
ism which calls for a defrost after 
every 30 minutes of compressor 
operation. The clock is_ inter- 
locked so that a defrost cycle will 
occur only if the heat pump is on 
the heating cycle. 

To prevent needless defrosting 
while heating in mild weather, a 
lockout thermostat set at approxi- 
mately 45 F generally is wired 
into the clock circuit. When all 
conditions calling for defrost have 
been met, the clock initiates a 
cycle which is much the same as 
that described for the thermo- 
static method, 

The compressor continues to 
function, but the clock contacts 
open to stop both the indoor and 
outdoor blowers. The power to 
the changeover valve solenoid 
coil also is interrupted, thus re- 
turning it to its normal de-ener- 
gized cooling position. At the same 
time, the second contact in the 
clock closes to ensure completion 
of the defrost operation once it 
has been started. 

At the termination of the de- 





| HEATING COST CHART POINTS UP NEW CONCEPT | 


In Part 1 of The Heat Pump 
Primer, published in the March 
issue of THe Business, author 
Arthur H. Farr included a table 
showing a practical comparison of 
heating cost between the electric 
heat pump and other heating me- 
dia. This table is reproduced be- 
low. 

The figures in the column head- 
ed “Overall Efficiency or Coeffi- 
cient of Performance” have stirred 
up considerable comment from 
our readers. All such letters of 
inquiry have been answered di- 
rectly, but to help clarify this mat- 
ter for any other readers who may 
have questioned Mr. Farr’s calcu- 
lations we present here an ex- 
change of correspondence on this 
subject. 


The following letter was re- 
ceived from Frank L. Green, sales 
manager of Heating Wholesalers 
Co., Des Moines, lowa: 


Epitor: 


On page 92 of your March issue 
you published a table showing a 
practical comparison of heating cost 
with various types of heating. Such 
a table is really wonderful, because 
with so many different types of heat- 
ing available we are frequently asked 
which method or type of fuel is 
most economical. The chart makes 
this comparison easy. 

We have a question, however, 
about some of the figures in the 


column showing overall efficiency or 
coefficient of performance. We were 
somewhat amazed at the coefficient 
of performance given for gas, oil 
and coal. 

For example, you show the efh- 
ciency of natural gas to be 33.3%. 
Are you absolutely sure that this is 
correct? We would certainly like to 
see how the author arrived at his 
percentage figures for natura] fuels. 

We have always held that a gas 
designed furnace with a 20% com- 
bustion loss would be approximately 
80% efficient as far as heat transfer 
is concerned. In other words, the 
bonnet output is generally 80% of 
the Btu input. Are we wrong, or are 
you? 


We turned this query over to 
author Farr, who answered Mr. 
Green by calling his attention to 
the text of the article in question: 


Mr. GREEN: 


“In that portion of the text 
which refers to Table | (Practical 
Comparison of Heating Cost) | 
plainly state that all data for com- 
bustible fuel systems was taken at 
the same temperature range as for 
the heat pump. I further point out 
that the heat pump figures were 
calculated down to the balance 
point, with no supplementary heat 
included. 

“You must remember that while 
a gas furnace must show an ef- 


Continued on page 92 


TABLE 1+ PRACTICAL COMPAR/SON OF HEATING COST 


Cost per 
Fuel Unit 


Btu's per 
Fuel Unit 


100,000/gal. 
138,000/gal. 


Net Heatin Approk. 
Fficiency Der Heating Btu's 
Fuel Unit per! Cent 


8530 Btu/kwh 


97.5% | 3327 Btu/kwh 
333 Btu/cu.ft. 
si 


frost period (which is readily ad- 
justable in the field), the unit is 
returned to the heating cycle. 


There is something to be said 
both for and against each of these 
defrosting methods. The thermo- 
static method has the advantage 
of causing a defrost cycle only 
when it is required, but it is an 
inherently sensitive device and 
therefore is somewhat difficult to 
adjust in the field. The clock 
method, while it is positive acting 
and simple to adjust in the field, 
has the disadvantage of causing a 
defrost cycle whether the coil is 
frosted or not, since it operates 
as a function of compressor run- 
ning time. 


While these are the methods 
most commonly used, some units 
employ some form of  supple- 
mentary heat, such as_ electric 
strip heaters, to accomplish de- 
frosting of the outside coil. 

Wherever defrosting of the out- 
side coil is necessary, some way 
must be found to dispose of the 
water caused by the melting frost 
or ice. If allowed to fall into the 
drain pan without some further 
heating, this water will freeze in 
the pan and ice will build up un- 
til unit capacity is impaired or 
components are damaged. 

For this reason the drain pan 
generally is equipped with a 
heater pad or element having an 
input of 100 to 300 watts, de- 
pending upon the area of the pan 
to be heated. This heater is ac- 
tuated by a thermostat set at ap- 
proximately 40 F. outside tem- 
perature, so it will operate con- 
tinuously as long as the heat pump 
is on the heating cycle. This keeps 
the defrost drain water from freez- 
ing until it runs off. 

To avoid this problem, some 
units are mounted without any 
drain pan, and defrost water is al- 
lowed to drain directly to the 
ground. If this procedure is used 
in areas where prolonged periods 
of cold weather are experienced, 
however, some means must be 
found to dissipate this drain water 
so that ice does not build up on 
the ground or concrete pad be- 
neath the unit in such quantities 
as to damage the equipment or 
impair its operation. 


++ befhicient of Performance 


* Llectrical laput to Heat Pump 
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makes contented customers 


--.-and healthier protits! 


“Getting my Chrysler residential air condi- 

© P tioning franchise was one of the smartest 
decisions I've made. Why? Because I sell 

more . . . and make more on what I sell. Customer 
acceptance is high: Climate by Chrysler features a 
completely automatic system that actually purifies the 
air while it cools, And profits are high: Since I'm 
selling the most versatile line in the industry, I can 


depend on getting the best combination for any job.” 


“My folks didn’t have to be sold on Chrysler 

¢ air conditioning . . . once they heard about 

its special features. The Climate-Minder 

Control makes every day like Spring. And Chrysler's 
exclusive electrostatic air purifying system keeps our 


home free of dust, smoke, and air-borne germs.” 


“Installing Chrysler central air conditioning 

~ is a service man’s dream. It’s about the 

, fastest, easiest system to hook up of any 

I’ve seen. Easy to service, too. Though with Chrysler's 
reputation for long-term dependability and quality, 


in-warranty service calls are a rarity.” 


The Chrysler Story has a happy ending for everyone: 
contractor, owner, and service man. Why not have 


your local Chrysler Distributor tell it to you? 


> HRYS LER 


AIRTEMP 


Airtemp Division, Chrysler Corporation, Dept. O-59, Dayton 1, Ohio 
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COMMERCIAL 
REFRIGERATION 


Bothered by Customers Who Buy Direct? 
Offer Them Service They Can’t Resist 


“WE MUST SELL our services as 
well as our goods.” This belief was 
pounded home to members at the 
12th annual convention of Nation- 
al Commercial Refrigerator Sales 
Association by E. B. Ward, presi- 
dent of Baker-Ward, Inc., South 
Bend, Ind. 

Ward, tackling the problem of 
selling to customers who think 
there is an advantage in buying 
direct, he told of analysis his firm 
had made on sales it had lost to 
direct-purchase market jobs. In 
each case, Ward’s packaged price 
was as low as or below the final 
total installed and service price 
paid by the operator. 

Feeling that he was on the right 
track, Ward since has been selling 
his firm’s varied services. They 
are: 

1. Complete store engineering 
and planning service. 

2. Complete refrigeration engi- 
neering (selection of right type 
and size equipment. 

3. Building design ideas. 

4. Ordering of goods from all 
suppliers. 

5. Detailed backroom layout 
and food handling engineering. 

6. Decorator design ideas and 
color schemes, 

7. Food processing information 
and data. 

8. Contracting for partial or 
complete store remodeling or for 
fully equipping a new store. 

9. Coordinating and supervis- 
ing complete installation with 
architect and contractor. 

10. Competent installation and 
service department — all refriger- 
ation equipment 24 hours a day. 
Also on other allied items sold. 

11. Warehouse facilities. 

12. Handling freight claims for 
goods damaged in shipment. 

13. Provide maintenance serv- 
ice contract after regular war- 
ranty has expired. 


72 


14. Financing of all equipment 
and installations, either new oper- 
ation or remodel job. 

15. Financing or financing 
guidance on possibly the entire 
building as well as equipment. 

16. Help in planning and con- 
ducting store openings. 

17. Controlled equipment deliv- 
ery to customer store as required. 

18. Help in customer personnel 
training program. 

19. Cooperation with custom- 
er’s wholesale suppliers. 

20. Assurance that any contract 
given will be carried out on a lo- 
cal basis to the best interest of 
the retailer, wholesaler, and every- 
one connected with the operation. 
Prove that your company, as a top 
local factory-trained distributor- 
contractor, offers the utmost in 
confidence, service, and financial 
stability. 

“We no longer are sales dis- 
tributors,’ Ward explained, “we 
are distributor-contractors. Web- 
ster defines “contractor” as a ‘per- 
son or company who contracts to 
supply certain material or prod- 
ucts or do certain work for stipu- 
lated sum.’ “The salesman of to- 
day very well may be a project or 
sales engineer handling certain as- 


signed accounts. He should have 
complete product knowledge, a 
knowledge of store engineering 
and merchandising,, building con- 
struction and design, decoration, 
and finance. He'll probably be 
paid on the basis of gross profit 
made on each job. 

“I believe that today’s distribu- 
tor-contractor must give the fol- 
lowing goods and services to con- 
tinue a good sales volume and 
profit picture: 


1. A complete line of modern 
food market equipment complet- 
ing the store from front to back 
door, including heating and air- 
conditioning, and all other allied 
goods and supplies. It’s possible 
to pick up an extra 30% in sales 
per new market order as well as 
profit. 

2. Sell only top quality equip- 
ment by manufacturers who stand 
behind their products and protect 
their distributor-contractors, both 
in territory and price, and who 
believe in the industry’s future. 
Buyers still prefer the best. 

3. Larger and better service 
and installation departments and 
service contracts. 

4. Properly trained project en- 
gineers to handle prospects, cus- 
tomers, and food wholesalers. 

5. Full time draftsmen or plan- 
ning engineers who know today’s 
merchandising, building, electri- 
cal, plumbing, and decorator 
needs of the food market. 

6. Accounting and cost person- 
nel who know the latest tax write- 
offs and financing. 

7. Sound management that can 
change with the times and operate 
a volume business operation. 


NCRSA Members Report 10-Year Sales Increases 


Note: 1952 is used as a base year, representing 100% for Sales, Profits, 
Inventory, and Accounts Receivable. For Profit, no figures are 
available for 1949-1952, as these figures were not collected previously. 


1949 1950 1951 


Total 
Dollar Sales 68% 84% 84% 


Dollar Net 
Profit Before 
Taxes N.A. 


Inventory 
(December 31st) 


Accounts 
Receivable 
(December 31st) 


1953 1954 1955 1956 1957 1958 


114%, 127% 153% 174% 180% 198%, 


106% 136% 184% 223% 227% 243% 


112%, 126% 135% 139% 141% 153% 


106% 125% 144% 154% 157% 182% 


THE BUSINESS 





OLD-DRAFT 
‘an - 
a 
oa 


cyst. 


Talat CUBES 
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° GUARANTEED 
CAPACITY RATING 


e WIDE RANGE 
OF MODELS 


GIANT CAPACITY COMBINATION 
AIR-WATER COOLED MODELS 


LARGE CAPACITY 
AIR-COOLED MODELS 


TTT imho tert gen y 
ING BIN, WALK-IN: COOLER, OR FOR USE WITH ICE 


eS ST OO MCU cel oe ce) el) 
KOLD-DRAFT DIVISION 


UNIFLOW MFG. COMPANY - ERIE, PENNSYLVANIA 


-KOLD- 
DRAFT 
PRODUCTS 


lies iets . ©@ BEVERAGE COOLERS @ DRAFT BEER DISPENSERS @ SOFT DRINK DISPENSERS ® WALK-IN COOLERS & FREEZERS © WATER COOLERS 
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NCRSA ADDS 9 MEMBERS 

Nine new distributor-members 
have joined the ranks of National 
Commercial Refrigerator Sales As- 
sociation, bringing to 24 the total 
enrolled since the last annual meet- 
ing. 

Latest to sign up are: T. & R. 
Supply Co., Inc., Bradley, IIL; 
Paul Hammond Fixture Co., El 
Paso, Tex.; Trois Rivieres Refrig- 
eration Inc., Trois Rivieres, P.Q., 
Canada; Minnetonka Showcase 
Co., Minneapolis, Minn.; Midwest 


Refrigeration Co., Ferndale, 
Mich.; Bill Scurlock Air Condi- 
tioning and Heating Service Co., 
Kansas City, Mo.; Bruce Robin- 
son Electric (Edm) Ltd., Edmon- 
ton, Alberta, Canada; Fetzer Re- 
frigerator Co., Louisville, Ky.; 
Monger Fixture Co., Tulsa, Okla. 


SWEDEN FREEZER GETS 
SEAL OF APPROVAL 

All equipment manufactured by 
Sweden Freezer Mfg. Co. for use 


You get more types to choose from with 


C-D MOTOR sl 


Now, the most dependable ca- 
pacitor manufacturer gives you 
the most complete line of motor 
capacitors specifically designed 
for air conditioning and refrig- 
eration applications. Cornell- 
Dubilier’s expanded line of 
trouble free motor capacitors 
includes more of the latest and 
most popular types and sizes 
than ever before. So fill all your 


onsistently 


requirements from one reliable 
source. Insist on C-D motor ca- 
pacitors ...the capacitors “pre- 
ferred” by motor makers and 
repairmen alike for over 25 
years. See your local C-D Distrib- 
utor and select the types you need 
from Catalog XTR-MOT. Write 
for your free copy to Cornell- 
Dubilier Electric Corporation, 
South Plainfield, New Jersey. 


ependable 


ORNELL-DUBILIER 


MOTOR CAPACITORS 
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in the soft-serve field now carries 
the seal of approval of National 
Sanitation Foundation 
Laboratory. 

The seal indicates that Sweden 
equipment meets the standards of 
sanitary efficiency established by 
industry and official health 
agencies throughout the U. S. 

Equipment awarded the seal in- 
cludes all models of the Sweden 
Soft-Servers, ShakeMakers, the 
Soft-serve fountain, 
Mix Supplier. 


Testing 


and Sweden 


SPRINGPORT STEEL TAPS 
METAL SHELVING FIELD 

Springport Steel Products Co.., 
Springport, Mich., has entered the 
field of adjustable metal market 
shelving. 

Shelving will be made of steel 
component parts with hardboard 
flush backs. All sizes and widths 
are available in half and full gon- 
dolas and wall and liquor shelving, 
It has a baked enamel finish and is 
available in eight standard colors. 

Dealers and representatives 
should direct inquiries to Robert 
J. Frost, head of sales department. 


KRAMER NAMES WINNERS 
IN AD COPY CONTEST 

Top honors in Kramer Tren- 
ton’s advertising contest have 
been awarded to Earl T. Evans, 
Glen Keller Corp., Cleveland, 
Ohio. 

Contestants were invited to write 
copy for an advertisement explain- 
ing what a compressor would say 
about the Kramer “Thermobank” 
automatic re-evaporative hot gas 
defrost system. 

As top winner Evans was pre- 
sented with a color television set. 
Second prize winner was Robert 
Sonius, McLellan Stores Co., New 
York, N. Y. 

The five third-place winners in- 
clude Paul W. Bowman, Bowman 
Refrigeration Service Frankfort, 
Ind.; John Drotos, Drotos Refrig- 
eration Service, Cleveland, Ohio; 
Alma Appleby, Smith Plumbing 
and Heating Co., El Paso, Tex.; 
Harold N. Sadler, McCray Refrig- 
eration Distributors, Washington, 
D.C.; and Leslie C. Bunting, Com- 
mercial Refrigeration Co., Poco- 


moke City, Md. 
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ON 


No. 1 in a series on better compressor servicing 


Proper Compnenaor (dentification 


aA 


SHIFT IDENTIFICATION 
Single dot indicates com- 
pressor made during first 
shift 


SERIAL NUMBER 


MOTOR MANUFACTURER 
Initial letter used to iden- 
tify manufacturer 


BILL OF MATERIAL NO. 
Describes the compressor for 
us — Necessary (among 
other things) to determine 


MODEL NO. 


CSA TAG SLOT 


PLANT IDENTIFICATION 
Tecumseh Products Symbol 
(TP), Marion (M)* Manvu- 
facturing Plant 
*Left blank if manufactured 
at Tecumseh Plant 


proper electrical components 


‘i ' ‘THREE pase — 
is space left bilan 
model is sin. '2 phose 


DATE OF MANUFACTURE 
Coded A-M for Jan-Dec 
(omitting 1) including month, 
day, and yeor 


VOLTAGE CURRENT 

This model draws 9.9 amps 
under air-cooled (A) applica- 
tion, 7.0 amps for water- 


cooled (W) application. 


MODEL JB200 


cYCLE 
This compressor operates on 


50 or 60 cycle current HORSEPOWER RATING 


a ———— 
Tecumseh compressor serial plates are as valuable as fingerprints 
in identifying your particular model. These embossed plates, 
which you will find spot-welded to the shell of every Tecumseh and 
Marion compressor, carry all information pertinent to the com- 
pressor. This most recent serial plate revision (effective with 1958 
production) emphasizes legibility and also makes provision by way 
of the slot at the right, for attachment of the CSA 
Standards Association) tag where required. Know your serial plate: 
With this information your Tecumseh wholesaler can supply you 
with exact replacement parts or the proper replacement compressor 


(Canadian 


The Leader Serving Leaders in the Air Conditioning and Refrigeration Industries 


TECUMSEH PRODUCTS COMPANY 


MARION, OHIO TECUMSEH, MICHIGAN 
EXPORT DEPT: P. O. Box 2280, 24530 Michigan Ave., W. Dearborn, Michigan 


MAY 1959 





Circle No, 45 on Reader Service Card 


Why try to kill algae like this... 


4% ae ¥ 


Calgon’s Algaecide kills slime and algae fast — helps keep 


cooling water system operating at top efficiency. Get a 
supply from your Refrigeration Wholesaler today. 


CA LG © N COMPANY 


DIVISION OF HAGAN CHEMICALS & CONTROLS, INC. 


HAGAN BUILDING, PITTSBURGH SO, PA. 


In Canada: Hagan Corporation (Canada) Limited. Toronto 


se ones 
ie suRaN ad 


ka to tin nde cee sane ii» » sence lie ill 


For Uniform Product Temperature 


Cold -Cel 
ie aoe Gis; 


Cee Ue ee 
truck refrigeration 


@ FASTER PULLDOWN AVAILABLE IN 


VARIOUS SIZES, 
THICKNESSES 
AND EUTECTIC 
TEMPERATURES 


@ MAXIMUM HOLDOVER 


@ MINIMUM MAINTENANCE 


DOLE REFRIGERATING COMPANY 
5942 NORTH PULASKI ROAD, CHICAGO 46 ILLINOIS 
103 PARK AVENUE, NEW YORK 17, N. Y. 


Dole Refrigerating Products Limited, Oakville, Ontario, Canada 


Write for Engineering Catalog CE F os 
Cold -Cel vinx: 
e aw Nis) 
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USEFUL 


TEN DO'S AND TEN DON'TS of grinding wheel safety are 
listed on a colorful 12 x 12" wall chart made available by Car- 
borundum Co. The large easy to read rules can be mounted on a 
bulletin board or wall near the os machines as a constant 
reminder to workers to follow good safety practices. 
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IF YOU EXPECT TO SELL residential cooling you should be 
interested in new literature published by Fedders-Quigan Corp. 
A series of colorful folders and brochures describes user bene- 
fits, components, and features of room air-conditioners, with 
or without reverse cycle heating, and central units. 
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COIL SELECTION INFORMATION as well as detailed de- 
scriptive information on heating coils is given in Bulletin 890. 
Published by American Air Filter Co., it describes the complete 
line of Herman Nelson coils including steam distributing coils, 
standard steam coils, and hot water coils. 
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AN EXPLANATION on how the Worthington Corp. high-pres- 
sure induction system works is offered in a 28-page bulletin. Heart 
of the system is the corporation's "Flexular" series of induction 
circulators. Important selection examples are given. 


Circle No. 123 on Reader Service Card 


QUIETNESS LEVELS and accessories of the new line of Ameri- 
can Blower centrifugal roof ventilators are pointed out in Bulletin 
4004 from American-Standard, American Blower Div. Design and 
construction features of 13 basic ventilator sizes including I1! 
different motor and belt-drive combinations are listed. 
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ENLARGED BULLETIN on coil-type spray dehumidifiers now 
is obtainable from Marlo Coil Co. Designated Bulletin 37, it in- 
cludes new engineering data, dimensional facts, coil performance 
charts, and a phychrometric table. The units are available in 327 
sizes with air volumes from 600 to 76,000 cfm. 
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A HEALTHFUL, REFRESHING ATMOSPHERE is promised 
users of electronic air cleaners in a booklet published by Mamco 
Corp., Electronic Div. Describes residential installation of the 
filters connected to various types of furnaces and air-conditioners. 
Features and principles of the unit are also described and 
pictured. 
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AN EASY TO READ CATALOG lists diffusers, register, and 
grills for floor, sidewall, and baseboard installations. Published 
by Lima Register Co., the 40-page catalog lists complete in- 
formation on the selection of registers, grills, and diffusers for 
heating and cooling. Includes a selection guide and price list. 
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HOW AND WHERE to use individual controls is described in 
a booklet (R-1630) released by White-Rodgers. Describes each 
of the company's new series of fan and limits. Also outlines the 
action, operation, and mounting of each series. Specifications 
and special features available for each series are also given. 
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HERE'S A BIG ONE! A 58-page catalog by Waterloo Register 
Co., Inc., offers a color key for at-a-glance identification of four 
major product groups in the company's line. The complete line 
includes the removable core grilles with separable frames intro- 
duced early this year. 
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OPERATING ECONOMY, AND INDOOR INSTALLATION 
are but two of the features discussed in a bulletin (P-F, 511.1) 
which covers blow-thru type evaporative condensers. Published 
by Drayer-Hanson, Div. National-U.S. Radiator Corp., the bul- 
letin includes steps in manufacturing the units, dimensional 
drawings, and specifications. 
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WHATEVER YOUR SHELVING needs may be Metropolitan 
Wire Goods Corp. claims to have the right product for you. 
Applications of its “Erecta Shelf" are numerous and a new folder 
by the firm points out a good one to be for walk-in cooler storage 
where air must circulate and where wet objects must drain. Do-it- 
yourself instructions for assembly also are given. 
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INCREASE YOUR SALES! Greater capacities of from six to 18 
cases now are possible at no increase in cost in new beverage 
coolers announced by La Crosse Cooler Co, Literature Catalog 
No. 20 shows that although these coolers have greater capacity, 
materials and construction have not been sacrificed. 
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GREATER FLEXIBILITY is promised users of any model “Am- 
probe" in a new leaflet by Pyramid Instrument Corp. Describes 
“Deca-tran" accessory used to obtain current readings where an 
extension of amperage ranges is needed. Includes comparison of 
present ranges and extension of ranges with Deca-tran. 


Circle No. 133 on Reader Service Card 


NOW YOU CAN know the complete story of blow-through de- 
sign. Principles of blow-through sprayed coil dehumidifiers and 
suggested uses are given readers of Bulletin No. 9427 from 


American-Standard, Industrial Div. Three humidification methods 
also are described. 
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THE LATEST STYLE open type 3-shelf refrigerated self service 
case offered by Evans Mfg. Corp., is described in a leaflet pre- 
pared by that company. Lists sales features and specifications. 


Illustrations show the unit in use singly and joined in multiple for 
continuous display. 
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A GOOD WAY to become acquainted with the many types of 
vibration control mountings and material that is available is to 
read "Vibration Control in Industry" by Vibration Mountings, Inc. 
The five basic vibration mounting methods discussed are positive 
isolation, negative isolation, steel spring mountings, rubber-in- 
shear mountings, and pad-type mountings. 
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HERE'S A GUIDE to make selection of motors easy. Nine major 
factors in motor selection are described in Form 270 A from 
Century Electric Co. Helpful charts on polyphase, single-phase, 
and direct-current units are presented. 
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IF YOU'RE INTERESTED in acoustical products and services 
you will want to read Bulletin IT-59 published by Insul-Coustic 
Corp. Describes new modular sound traps which are used singly, 
in tandem, or in multiples. Illustrations show several recently com- 
pleted buildings which employ the company's mechanical and 
architectural products and sound attenuation systems. 


Circle No. 138 on Reader Service Card 


WALK-IN EGG COOLERS is the subject of a bulletin (502 
RAM) released by Sunset Equipment Co. Describes two new lines 
of walk-in egg coolers; accessories; and plug-in cooling units. 
Complete specifications and dimensions are also listed. 
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MORE INFORMATION on sliding door merchandisers is given 
in a leaflet (1-07) by Warren Refrigerators. Illustrates and de- 
scribes two self-contained sliding door merchandisers. Lists sales 
features, capacities, and complete dimensions. 
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Mortite Caulking Cord 
Mortite Caulking Gum 


“ ’ lortell 


a Cem 


J. W. Mortell Co. 
553 Burch St., Kankakee, Ill. 


O.K.! Send me full information about the complete line of 
Mortell refrigeration products. 


I'ma ([(_] Jobber } Dealer Serviceman 
NAME 
ADDRESS 


| 
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Heat Pump 

Product: One piece residential 

heat pump. 
anufacturer: Carrier Corp., 
Syracuse, N. Y. 

Features: Can be placed on a 
3’ square outside the house or on 
the roof, Automatic defrosting. Cur- 
rent saving thermostat actuates elec- 
tric strip heaters when outdoor tem- 


soeones drop below certain levels. 
revents heaters from operating 
each time the indoor thermostat de- 
mands heat. Cooling capacity of 22,- 
000 Btu, and heating output of 23,- 
000 Btu with additional strip heaters 
avaliable at 10,000 Btu each. De- 
signed to provide complete winter 
and summer air-conditioning for 
smaller homes and multi-unit dwell- 
ings at a low operating cost. 
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Dial Thermometer 

Product: Dial thermometer for 
frozen food cabinets. 

Manufacturer: Jas. P. Marsh 
Corp., Skokie, Ill. 

eatures: Easy to read 2%” 

dial, with increasing scale which 
provides wide spacings in reading 
sector. Accurate to plus or minus 


one division over its entire range of 
-20 to 60 F. Thermometer is bourdon 
tube vapor tension type and is not 
affected by ambient temperature re- 
gardless of location of indicator. 
White enamel case with nickle 
plated ring. Separable ball and 
socket attachment simplifies installa- 
tion and permits instrument to be 
adjusted to any desired reading 
angle. 
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Air Valve 

Product: High velocity air 
valve. 

Manufacturer: Connor Engi- 
neering Corp., Danbury, Conn. 

Features: Operates without mo- 
tors or linkage mechanism. Opera- 
tion is by a 15 psi pneumatic con- 
trol system. Two valves can be 
mounted in a mixing box for dual 
duct applications. Fabricated in 16 
sizes which range from 10 x 6” to 
32 x 24”. Air capacities range from 
1500 to 9600 cfm. Mechanical per- 
formance of large and small odes 
is identical. 
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Blower-Type Condenser 
Product: Blower-type, air-flow, 
air-cooled condenser, “AL’’. 
manntactarers McQuay, Inc., 
Minneapolis, Minn. 
Features: Low silhouette ap- 
pearance makes roof installations 
rarely visible from ground. Minimum 


space needs for indoor ceiling sus- 
pension. When equipped with op- 
tional accessories, unit serves dual 
purpose of refrigerant condensing, 
as well as heating and ventilating. 
In seven models with nominal ca- 
pacities from 10 to 50 tons. For 
either indoor or outdoor applications. 
Sixteen different unit and six dif.- 
ferent fan discharge arrangements 
are available. 
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Vending Machine Control 

Product: Control for hot or 
cold beverage vending machines. 

Manufacturer: Ranco Inc., Co- 
lumbus, Ohio. 

Features: Designed to assist in 
complying with U. S. Sanitation 
Ordinance and Code for public 
health safety. Available for machines 
vending from refrigerated or heated 
storage compartments. Will keep 
machine from vending at 50 F or 
higher in the case of cold items, or 
lower than 150 F in the case of hot 
items, Semi-automatic with manuals 
reset mechanisms respond to tem- 
perature changes and a mechanical 
spring-wound timer as a component. 
Can be mounted in any convenient 


sition without affecting operation. 
ectrical rating at 115 volts ac is 
200 watts non-inductive, 7.4 amps 
full load and 45 amps. locked rotor, 


At 230 volts ac, ratings are 1000 
watts non-inductive, 3.7 amps. full 
load, 23 amps locked rotor. 
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Tubing Insulation 

Product: Slip-on type tubing 
insulation. 

Manufacturer: Insu1-Coustic 
Corp., Maspeth, N. Y. 

eatures: Closed cellular nitro- 

gen-filled tubing. Designed to stop 
condensation on cold lines and pro- 
vide thermal insulation for copper 
tubing carrying hot, cold, chilled 
water, or other liquids or gases. K 
factor is 0.28 at 75 F. Effective tem- 
perature range is from zero to 200 
F. Resists moisture, Light weight 
resiliency makes it easy to install 
by slipping over fittings. Available 
in standard copper tubing sizes from 
3% to 34%” ID. Wall thicknesses are 
3/16, %4, 3%, 3, and 34”. 
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Icemaker 

Product: Icemaker (Series 
900). 

Manufacturer: Koch Refriger- 
ators, Inc., Kansas City, Kan. 

Features: Produces up to 200 
Ibs. of ice in irregular nuggets av- 
eraging approximately 1” in dia., 


ANE 


and from %4 to 5/16” thick. Ice is 
free flowing, does not stick together. 
No moving parts in the ice making 
zone; no gear boxes, scrapers or 
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WATER 
SAVERS 
ARE 
MONEY 
MAKERS 


HERE'S WHY... 


2 to 50 TONS 


Contractor-dealers throughout America are making money with 
LARKIN WATER SAVER COOLING TOWERS. Here are 4 reasons why: 


1. QUALITY CONSTRUCTION 


Larkin’s reputation is staked on every unit. 
Durably built to last for years. 


2. LOW INITIAL COST 


You can make lower bids, save customers’ money 
without sacrificing quality or efficiency. 


Favored Features 


@ Wetted 
nailless 
removed. 


redwood 
construction. Easily 


surfaces of all-heart 
interlocked 
16-gauge steel 
sump. 


panels; 12-gauge steel 
Mastic-coated interior. Exterior finished 
with epon-base, zinc-chromated primer 
and two coats melamine baked-on enamel. 


All models equipped with hot-dip galva- 
nized propeller fans. Centrifugal blower 
optional on all models through 20 tons. 
Two and three-ton fan models have direct 
drive, totally-enclosed motors. All others 
are belt driven with drip-proof motors. 
Centrifugal blowers have self-aligning 
graphited bronze sleeve bearings mounted 
on outside for easy lubrication. 


Belt-driven propeller fans have stainless 
steel shafts, oil-impregnated bronze bear- 
ings with oil line and cup. 

Gravity-type distribution basin—low pump- 
ing head over tower. 

Water outlet in sump has large strainer 
and anti-cavitation plate, easily removed 
for cleaning. 


| if ( 


3. RELIABLE PERFORMANCE 


The entire wetted surface of redwood is designed for 
maximum cascading of water, which results in 
conservative ratings and top performance. 


4. EASY SERVICING 


Bolted construction permits easy access to all parts. 
Your profit is not eaten up in excessive service time. 


CAPACITY DATA* 


Wet Bulb °F 
Inlet Water °F 
Outlet Water 7 


TONS 


3 GPM/TON 


Model 


2ws 
3 WS 





*Based on Tower Rejection of 250 BTU/MIN/TON 
See Your Wholesaler 
Or write for Bulletin 1030-D 
iM nC 


lg AM’ WK | 
| i) J ( a Hl! “4 We, 


e P. O. Box 
eset. hee 


nt | Li 
1 4 Mi? 
l WAIL ” 


519 Memorial Drive 


$600 III 


NC. 
1699 @ MUrray 8-3171 
GEORGIA 
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crushers. Ice making zone is inher- 
ently self-cleaning. Scale-forming 
elements and excess water are re- 
jected with each cycle. Working side 
of the cabinet is available in silver- 
lustre baked enamel or stainless 
steel. 

Circle No. 177 on Reader Service Card 


Combination Cooler 

Product: Combination reach-in, 
walk-in cooler (Model BCS-300). 

Manufacturer: Jordon Com- 
mercial Refrigerator Co., Philadel- 
phia, Pa. 

Features: Two separate refrig- 
erated storage areas; one for stand- 


ard reach-in service and the other 
for bulk storage. Two sliding doors 
separate reach-in from walk-in area 
permitting restocking of shelves 


Simply attach bracket and 
insert ball into socket. Ad- 
just to best reading angle. 


5% feet of tubing 


An all-purpose, all-quality thermometer for any 
and every frozen food cabinet...that’s the 


FROZEN FOOD CABINET THERMOMETER 


Here is Mersh quality, accuracy and beauty at a moderate 
price. Small and compact, but with a bold, easy-reading 214" 


dial having increa 


scale divisions in the working range. 


Accurate to a or minus one division over entire scale— 


not affected 


y ambient temperature. 


Its white enamel case with nickel plated ring is an adorn- 


from the rear to assure proper ro- 
tation of products. Model can be 
designed for remote installation of 
the refrigeration unit or the com- 
pressor can be mounted on exterior 
of wall sections. Standard equipment 
includes adjustable shelving for both 
sections. Contains approximately 300 
cu.ft. of storage space. Exterior 
measures 7’ wide, 8’ deep, 76” high. 
Available in a variety of finishes. 
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Refrigerant Cylinders 

Product: New ring-top refriger- 
ant cylinders. 

Manufacturer: Union Carbide 
Chemicals Co., Div. of Union Car- 
bide Corp., New York, N.Y. 

Features: Made for packing 
“Ucon” brand refrigerants exclusive- 
ly, the new design has been applied 
to 10 and 25 lb. cylinders, which are 


usually hand carried. A cylindrical 
ring-top steel shield is used for valve 
protection rather than a cap. 4” cut- 
away sections in the shield form two 
handles for lifting and carring the 
cylinder. Cylinder can be put in serv- 
ive by turning it upside down, and 
the ring-top shield acts as an auxili- 
ary stand. 
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Heat Pump 

Product: Air-to-air heat pump 
(Type 315-31, 315-41). 

Manufacturer: Mueller Clima- 
trol, Div. of Worthington Corp., 
Milwaukee, Wisc. 

Features: Offered as 3 or 4 hp 
units, Completely pre-assembled and 
pre-charged packaged horizontal sys- 


ment to any cabinet. Note ease of installation pictured above 
...also unique ball and socket joint providing adjustment to 
best reading angle. Thermometer is standard with 5% feet 
of nickel plated capillary tubing. Write or, better still, 


cee your wholesaler 
MARSH INSTRUMENT CO. SALES AFFILIATE OF JAS. P. MARSH CORPORATION Dept. P, Skokie, lil. 


Marsh instrument & Valve Co. (Canada) Ltd., 6407 103rd St., Edmonton, Alberta 
Houston Branch Plant, 1121 Rothwell St., Sect. 15, Hewsten, Texas 


Rigi at 


Thermometers + Gauges + Water Regulators + Solenoid Valves + Heating Specialties 


tems. Controlled with a single wall- 
mounted thermostat that maintains 
room temperature. Adaptable to a 
wide variety of residential or small 
commercial applications. Can be in- 
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Are You Paying Premium Prices 
For Your Pipe Wrapping? 
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Now...cut costs, reduce inventories and profit more 


with the one standard insulation that fits every 


MN WW) 


SM OOS 


~ 
my 


pipe and fitting, meets every service requirement! 


THREE INSULATING | 
BARRIERS ZOZ- 


Rough surface prevents free circulation of 
moisture-filled air — creates dead air barrier. 
%-INCH THICKNESS 

Built-in moisture barrier assures utmost 
insulating efficiency. 

INSIDE 


Dead air is trapped between “corrugated strands", 
forms added insulation barrier. 


ie bed hi 7 eae 
ail Die ae. we 


NoDrip Tape means more profit, less calls for permanent protection against 
work on every job... .saves you time, condensation drip, “sweating” or frost, 
labor, material. NoDrip Tape elimi- jnsist on using NoDrip Tape. Stops 
nates most multiple wrappings needed ryst and corrosion, too... holds tem- 
with thinner wraps . . . inferior wraps. peratures more constant and increases 
Why pay more when you can buy the _ the efficiency of the cooling equipment. 


handy 16 foot roll of 4” thick NoDrip : is pli yi 
Tape at less than half the cost ofa roll Se eee eee 


; : mpletely self-adhering. Easy to work 
of ordinary 144” wrapping...and far below = Cae “ 
the cost of pre-formed foam cellular with . . . forms = air-tight, 100% vapor 
insulations? and moisture proof jacket. Needs no 
N er tools, vapor seals, fasteners, brads or 
ext time an equipment cold line jo i 
NO DRIP PLASTIC eee jo) adhesives. 


COATING... 


protection = = Easier to Apply... wis 
2 RUNYALVES OR ANGLES. | 


Pees SS SS SF SF SSF SS SF SF SF FSF SF SSF eaeaeeaaneane 
t 
For large pipes, tanks, air ducts, we recommend . J. W. Mortell Company, Dept. 3 
NoDrip Plastic Coating for permanent protection 548 Burch St., Kankakee, Ill. 
from condensation, rust and corrosion. Another a O.K.! Send me full information about the complete line of Mortell 
fine Mortell refrigeration product, NoDrip can § refrigeration products. 
easily be applied by brush or trowel to metal, con- 
crete, brick, plaster, tile or composition surfaces. I'm a Jobber. Dealer__Serviceman__ 


Name Se 
icin tceaeimaniaalihimnlemataaia 


Address 
Makers of Mortite Caulking Cord and Mortite Caulking Gum City_ 
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stalled in an attic, utility room, 
basement, on a roof, or concrete slab 
outside the building. Type 315 


available with round necks. Spring 
catch locks the inner section in place 
but does not prevent removal of the 


available with electric resistance 
heating to provide supplementary 
heat. 
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sl 
Air Diffusers 
Product: Line of square, and ' 
rectangular diffusers (Series K). 
Manufacturer: Carnes Corp.. 


Verona, Wis. 

Features: Available in 1, 2, 3, 
and 4 way blows with 6 frame de- 
signs to fit all types of ceiling appli- 
cations. Square sizes in any blow 


inner section without tools. Inner 
vane sections can be changed from 


and of the run, too! 
Sprague Motor Capacitors 


Sprague’s full line of motor capacitors covers all the popular ratings and 
types used in air conditioners, refrigerators, motors, compressors, and 
other a-c applications. New Catalog C-912a gives valuable capacitor 
troubleshooting hints . . . covers all the latest information on case styles, 
ratings, mountings, terminal assemblies, prices, and other important 
information on plastic and metal-encased starting electrolytics, as well as 
Clorinol® A-C Running Capacitors and Koolpak”® Capacitor Assemblies. 


Write for your free copy of Catalog C-912a 
to Sprague Products Company, 53 Marshall 
Street, North Adams, Massachusetts. 


Complete 
Catalog 
C-912a 
covers all 
the new 
capacitors 
used in all 
late model 
. equipment. 


don't be vague...insist on 


cree _ 0 ee, 
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one blow to any other desired. Baked 
enamel finish suitable for use with 
many interior color decorations. 
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Expansion Valve 
roduct: Thermostatic expan- 
sion valve for heat pump applica- 
tions (Model 214). 
Manufacturer: Controls Co. of 
America, Milwaukee, Wis. 
Features: Offers smooth per- 
formance and accurate modulation. 
Available for R-12 or 22 with either 
standard liquid charged or pressure 


limiting charged power elements. 
R-12 systems capacities are 1, 2, 
and 3 tons; R-22 systems are 2, 3, 
and 5 ton. Available with either ad- 
justable or non-adjustable (factory 
set) superheat. Solder type inlets 
are standard in 34, 4% and 54” OD; 
outlets are 5, %, and 1144” OD. 
Standard external equalizer connec- 
tion is 4” OD with 14” SAE male 
flare connection available. 
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Heat Pump Control 

Product: Defrost control for 
outside coils of heat pumps (Series 
230). 

Manufacturer: Paragon Elec- 
tric Co., Two Rivers, Wisc. 

Features: Complete contro! 
movement is enclosed in molded 
plastic housing for maximum pro- 
tection from weather. Timing com- 
binations afford flexibility for ap- 
plication on reverse cycle window 
units for stationary type heat pumps. 
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Load circuit can be opened or closed 
for defrost cycle to meet demands of 
variety of control circuits. Timing 
frequency and cycle length can be 
set to customer specifications. Time 
cycle is 90 min. to 24 hrs. Defrost 
period, 20 sec. in 90 min., 15 min. 
in 24 hrs, 
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WE GOOFED! 


In the New Products section of our 
March issue we published an item 
under the heading “Humidity Control 
Unit” which described the new Type 
925 summer air-conditioning unit 
with positive humidity control being 
marketed by Mueller Climatrol Div., 
Worthington Corp. 

Unfortunately, however, we erred 
by stating that “this unit operates 
only when the thermostat calls for 
refrigeration”. While this is true of 
a conventional cooling system, the 
new Mueller Climatrol 925 is specifi- 
cally designed to correct this situa- 
tion and make possible proper 
humidity control regardless of tem- 
perature. 

The unit has two independent cool- 
ing cycles, one of which can be 
operated either as conventional air- 
conditioning or as a straight humidi- 
fier. Operation of the unit is con- 
trolled by a humidistat as well as a 
thermostat, so that the home owner 
can set the humidity conditions de- 
sired as well as the temperature, and 
the humidity control air-conditioner 
will maintain both. 

We sincerely hope this sets the 
record straight, and eliminates any 
confusion that may have been caused 
by publication of this item in. its orig- 
inal form. 


Submergible Pumps 

Product: Line of small sub- 
mergible pumps. 

Manufacturer: Thomas Beck- 
ett & Co., Inc., Dallas, Tex. 

Features: Three models with a 
capacity range at 1’ head of 200, 
300, and 500 gph. All models per- 
manently sealed in oil. Operates on 
either 115 or 230 volts. Can be op- 
erated when completely or partially 
submerged. Suited for application in 
ice machines, beverage coolers or 
condensate removal. 
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Flexible Tubing 

Product: “Vibration Tamers” 
stainless stee] flexible tubing. 

Manufacturer: Allied Metal 
Hose Co., Long Island City, N. Y. 

Features: Rated up to 15,000 
psi burst pressure, and for tempera- 
tures to 1500 F. Scale formation is 
minimized while handling exhaust, 
superheated steam, gas or oils at 
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PROCESSED OR FROZEN FOODS 


ee eee ae oh Ae Cost 


+ 


Model 100M—1 h. p. Air 
Cooled Unit for 12’ x 12’ x 
72’ Cooler. Completely 
automatic, requires 20%" x 
20'4” wall opening — only. 


TAYLOR-BURCH 
PACKAGED COOLER UNITS... 


The latest, most modern development in economical, maintenance-free, 
space-saving refrigeration units. Operation and defrosting is completely 
automatic— completely dependable under all conditions. All Taylor-Burch 
models are of the self-contained or ‘‘packaged”’ type—easily installed 
without special technical knowledge or tools. And—better yet, they are 
available in a wide range of models and styles to suit each and every 
need, more economically. 

Whatever your plan—cooling, freezing, ice-holding, etc., look first to 
Taylor-Burch for the best in refrigeration equipment. 


LITERATURE AND SPECIFICATIONS AVAILABLE ON REQUEST 


Gentlemen: Please send complete information on your packaged 
cooling units. 


Name 
Company 
Address 


City Zone State 


C] Please have your local representative contact me. 


TAYLOR-BURCH 


Refrigeration Products JACKSON, MICHIGAN 
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extreme temperatures, Corrosion re- 
sistant. Standard units include tube 
or pipe ends, for brazing or welding 
into tubing or pipelines, as well as 
threaded or flanged ends. Special 
fittings can also be supplied. Avail- 
able in standard pipe sizes. 
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Pipe Insulation 

Product: Cellular glass insula- 
tion for hot and cold piping. 

Manufacturer: Pittsburgh 
Corning Corp., Pittsburgh, Pa. 

Features: Available in a tem- 
perature range of 35 to 350 F, Can 
be installed before or after hanging 
the pipe. Hangers can go around a 
fully insulated pipe section without 


ANSUL T-FLO DRIER 
The Ansul T-Flo Drier has an 
satiable thirst for moisture and 
acids that can occur in a system 
As .refrigerant flows through 
this unique drier, Andrite— 
Ansulzs deep-drying desiccant— 
greedily adsorbs the harmful 
ntruders. Solids are trapped and 
held fast, too, so systems 
stay bright and clean. And with 
a Super Dry-Eye in the line, 
the moisture control system— 
frier, moisture indicator, sight 


giass— is ¢ 


omplete with only 

1 installation. The Ansul T-Flo 
Drier saves valuable time on every 
Tele) protects the profitability 

of service contracts, too. 

The Ansul Line-Flo Drier, 
with Andrite, is recommended 
when small standard driers 


are necesSafry. 
ANSUL CHEMICAL COMPANY 
MARINETTE, WISCONSIN 
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compressing the insulation. 24” sec- 
tions open lengthwise and fit around 
the pipe. Available in nominal thick- 
nesess of 1 and 14%” for steel pipe, 
or copper tubing ranging from % 


to 6”. 
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Ice Cube Makers 

Product: Line of automatic ice 
cube makers. 

Manufacturer: Kold-Draft 
Div., Uniflow Mfg. Co., Erie, Pa. 

Features: Available in 200, 400, 
600, and 800 lb. models. Automatic 
crusher provides all crushed, all 


cubes, one half cubes, one half 
crushed, one third cubes and two 
thirds crushed, or one third crushed 
and two third cubes, Another setting 
supplies crushed ice in large, coarse, 
medium, fine or extra fine. Unit 
shuts off automatically when either 
of the divided bins are filled. 
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Air-conditioner 

Product: Commercial or indus- 
trial air-conditioner. 

Manufacturer: York Corp., 
Sub. of Borg-Warner Corp., York, 
Pennsylvania. 

Features: Can be used to air- 
condition single rooms, several 
rooms or an entire floor. Completely 


self-contained, may be used with or 
without ductwork, Can be installed 
against the wall, or built into cabi- 
nets. Complete line includes six 
models, ranging in capacity from 3 


to 22% hp. 
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Air-conditioner 

Product: Roof mounted air 
cooled packaged air-conditioner. 

Manufacturer: Typhoon Air 
Conditioning Co., Div. of Hupp 
Corp., Brooklyn, N. Y. 

Features: Available in 5 and 8 
ton capacities. Can be used wherever 
a roof mounted packaged unit will 
save floor space or simplify installa- 
tion. Propeller type fan and vertical 
air flow not affected by wind veloc- 
ity. Designed for front duct con- 
nections. Does not have to be located 
directly over the space it serves. Can 
be easily serviced through drop out 
weatherproof doors. 
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Product Cooler 

Product: Reach-in refrigerator 
product cooler. 

Manufacturer: Refrigeration 
Appliances, Inc., Chicago, III. 

Features: Staggered tube coil 
design offers more efficiency in less 
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Handy Tube Bender 


Smoothly Bends ANY 
Pipe or Tubing 


@ Just a twist of the wrist 
assures perfect, even bends 

. . right-angle, any angle, 
U and offset—every time. 
Eliminate need for els. No 
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Send this 
LABEL 


Diagrams 
> ae Unit Terminal Connec- 


tions 
e Diagn 


ry Chart 
EZ Read Chart 


more guesses —no 

kinks! Save enough on oan 
time, labor and money for free folder 
on ONE job to pay for today. 
your Handy Bender, 


See your supply 


HOLSCLAW BROS., INC. 
430 N. WILLOW ROAD — EVANSVILLE, IND. SEALED UNIT PARTS CO., Inc 


a 
i kK YY 


Service-Master costs so much less in the long run 
that it’s actually false economy to settle for any 
other make. Here’s a truck body that has class... 
starting with the way it’s put together and ending 
with the way it stays together without constant 
upkeep through the life of several chassis. See 
one, go over it carefully, get all the facts, 
compare and you'll know why Service-Master is 
your very best service body buy! 


A standard Model SM-15 

(% ton) Service-Master is shown 
at top left. Below is the same 
model with a Canopy Top. 

All bodies are available for 
immediate delivery in all 

48 states. 


TWO MODELS...FOUR SIZES 
for !/2, 34, 1 and 1!/, ton chassis 


eS ee 


Before you buy 
any service body... 
SEND FOR THIS 


FREE «pact FOLDER 


It's loaded with 
valuable information 


McCABE-POWERS BODY COMPANY 
5900 NO. BROADWAY « ST. LOUIS 15, MO. 
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space. Dimensions range from 834 x 
14% x 1214” to 934 x 15% x 39”. 
Capacities of 110 to 430 Btu/hr 
offered in six models. 190 to 710 
cfm ratings. Directs air discharge 
against the back of the refrigerator 
for more uniform air distribution. 
Ceiling-mounted. 
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Display Cases 
Poditeess Matched self-con- 
tained display cases. 
Manufacturer: Frigid Igloo 
Mfg. Corp., Yonkers, N. Y 
Features: For use in bakery, 
grocery or delicatessen. Glass top 


strain-o-ka 


provides sales clerk clear visibility 
of customers’ selection. Available in 
single units, high or low tempera- 
ture, only one size 73” long, 50” 


high, 36” deep. Finished in white, 
stainless steel or color to match pres- 
ent equipment. Automatic defrost 
system in freezer section only. 
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the modern refrigerant metering device 
MCU UM OR me Cs 


no cutting—no adjustment—no guesswork 


" 


3 STAGE STRAINING ACTION 


SPECIFICATIONS 


The strainer housing is 
spun of herd drawn 
copper tube contoin- 
ing three monel screens 
60, 80, 120 mesh — 
inlet hos “%” solder 
connection. 


SPECIFICATIONS 


The strainer housing 
is precision made of 
high quality machined 
brass, containing three 
monel screens 60, 80, 
120 mesh — May be 
disassembled, cleaned 
Inlet has 4” male flore 
connection. 


A superior strainer-capillary tube combination with exclusive triple 
mesh screen for 3 stage straining action—Just one size for all units— 
individually tested and calibrated for proper pressure drop—For 
Refrigerators 1/20 to 1/5 H.P. inclusive—Water Coolers 1/4 H.P. 
and less — Freezer cabinets 1/3 H.P. and less — Speeds repairs— 


Reduces Costs. 


PAT. APPLIED FOR 


Send For “The Capillary Tube Story” Dept. B-5 


i oe 


1020 EAST 15th STREET, HIALEAH, FLORIDA 


Circle No. 58 on Reader Service Card 


Midget Filter-Drier 

Product: Midget molecular 
sieve filter-drier (Model 162 sealed- 
type) with depth filtration. 

Manufacturer: Remco, Inc., 
Zelienople, Pa. 

Features: Nominal capacity 1 
ton in low and medium temperature 


range; and one ton at air-condition- 
ing temperatures. Available with 
flare or sweat fittings and body di- 
ameter of only 154”. Will adsorb 
and retain moisture even at 140 F. 
Moisture removable capacity 25 
drops with Refrigerant 12 at 15 
parts per million and 125 F. 
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Unit Cooler 

Product: “Hot Rod” electric 
unit cooler. 

Manufacturer: McQuay, Inc., 
Minneapolis, Minn. 

Features: Fully automatic sys- 
tem electrically defrosts at predeter- 


mined intervals. Eight sizes ranging 
in capacity from 3000 to 32,000 
Btu/hr at 10 F, T.D. Equipped with 
built-in heat exchangers, Aluminum 
drip pan is electrically heated for 
positive de-icing. All heating ele- 
ments can be removed without dis- 
turbing coil or drain pan. 
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Air Cooled Condensers 

Product: “DriCooler” line of 
air cooled condensers. 

Manufacturer: Marley Co., 
Kansas City, Mo. 

Features: Nine models avail- 
able with nominal capacities from 
15 to 100 tons. Horizontal units with 
vertical, blow-through air flow from 
a single industrial type fan. No air 
turning vanes or supplementary 
hoods required. Angularly mounted 
modular condenser coil sections 
form a plenum chamber that equal- 
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izes air pressures over all areas of 
coil sections. Optional automatic air 
modulation controls are offered for 
cold weather operation. No addition- 
al refrigerant charge, piping or 
valves required. All units are fac- 
tory assembled. 
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Room Air-conditioner 
Product: “Comfort-Aire” room 
air-conditioner (Model W-501). 
Manufacturer: Heat Control- 
ler, Inc., Jackson, Mich. 
Features: Retractable handle 
for carrying. Weighs only 66 lbs. 
Operates on 115 volts. Extends into 
room only 5”. Rated at 4000 Btu/hr 
with 150 cfm of air deflected at 20° 


upwards from grille face. With 
mounting kit the unit can be placed 
in any window up to 36” wide. 
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Condensing Unit 

Product: Addition to line of 
compact, 4%-hp condensing unit 
(BRLS5OT). 

Manufacturer: Bendix-West- 
inghouse Automotive Brake Co., 
Evansville Div., Evansville, Ind. 

Features: Twin-cylinder motor 
compressor designed for low-tem- 
perature applications using R-12. 
Available for both high and low 
temperature work. Can be supplied 


%, 


in voltages of 115 or 230. Uses high 
starting torque motor. Has built-in 
liquid level test port. 
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Solenoid Valve 

Product: Three way solenoid 
valve (Type 701). 

Manufacturer: Jackes-Evans 
Mfg. Co., St. Louis, Mo. 

Features: For water control for 
fan-coil units, using forced circula- 
tion chilled or hot water for indi- 
vidual room air-conditioning. In re- 
sponse to thermostat demands the 
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valve diverts water through the heat 
exchange coil or to by-pass the coil. 


Capacity range is from 1% to 10 gpm 
with maximum operating pressure 
of 25 psi. (with 200 psi static). 
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Dehumidifier 

Product: Low and high pres- 
sure blow-through sprayed coil de- 
humidifier. 

Manufacturer: American- 
Standard, Industrial Div., Detroit, 
Mich. 

Features: Meets requirements 
of most medium and high velocity 
all air systems in multi-story build- 
ings. Available in 127 sizes with ca- 
pacities from 2310 to 45,900 cfm and 


FOR REAL PROTECTION 
AGAINST CALL BACKS 


. use the oO 


Cw, 


in the bottle of 


S)_ THAWZONE 


eliminates freeze-ups 
minimizes corrosion and copper plating 
destroys moisturé Ga acids 

p valves free of sludge and rust 


ges out oxygen 


*Reg. Trade Names: Du Pont 
& Allied Chemical Corp. 


To keep customers satisfied and to avoid 
costly call backs, add Thawzone to the 
refrigerant. In it, there’s a chemical genie 
that works like no other dehydrant to 
cure and prevent trouble in air 


conditioning and refrigeration systems. 


Thawzone actually destroys moisture. 
There is no water left in the refrigerant to 
return when the temperature rises. 

It works faster, reaches all parts of the 
system, gives sure results, and costs less 


to use ...and there’s no pressure drop. 


Take Thawzone on every job...use it in 
every installation charged with the 
modern fluorine refrigerants (Freon*, 
Genetron*, etc.), or with methyl chloride, 
methylene chloride or isobutane. A little 
treats a lot...only 4 oz. is needed for 


a pound of refrigerant. 


Ask your refrigeration wholesaler today for Thawzone 
in the new SHO-PAK carton, and the free Thawzone 


Service Manual. 


HIGHSIDE CHEMICALS INCORPORATED 


4 COLFAX AVENUE © CLIFTON, NEW JERSEY 


TWO OTHER AIDS 
FOR YOUR 
SERVICE 


lie DIRACE neon. 


fast way to pinpoint refrigerant 


,2 
kit Sate lecks...c positive leak tag. 


oak Lock — ie 


joint sealer engineered for refrig- 
eration use. 
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for operation to 9” wg static pres- 
sure. Can be supplied with either 
direct expansion or chilled water 
coils. Both ends of cooling coils are 
sealed inside casing to eliminate 
sweating and dripping. Coil units 
can be removed for maintenance. 
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Cutting Room Coolers 

Product: Line of meat cutting 
room units. 

Manufacturer: Recold Corp., 
Los Angeles, Calif. 

Features: Six sizes rated from 
2 through 5 tons, for refrigerant 12 
and 22. Designed to maintain tem- 


peratures of 50 to 55 F in meat cut- 
ting and packaging rooms in super- 
markets and warehouses. May be 


S 


installed outside and ducted into 
cutting room. Baked white enamel 
finish. 
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Easy way to cut callbacks 


control noise 
and vibration 


...dnstall units 
on 
ISOMODE® PADS 


@ It’s easy to avoid complaints due to annoying vibration 
and noise, When installing air conditioning units, simply 
set them on ISOMODE PADS. Just cut what you need for 
the weight of the unit, place the Pads under each corner 
and that’s it. ISOMODE PADS swallow up vibration, 


muffle noise on any type floor. 


Made of Neoprene, these cross-ribbed, 5/16”-thick pads 
cut with ordinary shears, need no cementing, resist oils 
and water, last for years. One standard economy package 
of ten 18” x 18” ISOMODE PADS gives you enough for 
mounting 160,000 pounds of equipment. Write for prices 


and detailed Bulletin No. 415. 


MB MANUFACTURING COMPANY 


DIVISION OF TEXTRON INC. 1065 State Street, New Haven 11, Conn. 
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Condensing Unit 

Product: Complete line of com- 
mercial and industrial refrigeration 
condensing units from 742 to 150 
tons. 

Manufacturer: Bell & Gossett 
Co., Morton Grove, Ill. 

Features: Built low and com- 
pact — 7%4-ton unit only 54” long. 
Complete interchangeability of all 


parts. Can be lowered or raised, 
moved vertically or horizontally in 
elevator shaft, or outside a building 
without risk of damage. Moving 
parts and controls are located on 
top of each unit for easy accessibility. 
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Pipe Threader 

Product: Geared pipe threader. 

Manufacturer: Ridge Tool Co., 
Elyria, Ohio. 

Features: Jam-proof for safe 
threading with power drive. No dies 
to change. Threads all four sizes 
(4, 44%, 5, and 6” pipe or conduit) 


with one set of dies that are cam 
activated and can’t fall out. Two 
spring knobs lock dies at clearly 
marked thread size. Easy adjustment 
for straight or tapered threads. 
Needs no bushings. Closed chaser 
slots keep out dirt. 
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Baseboard Heater 

Product: Electric baseboard 
heater. 

Manufacturer: lig Electric 
Ventilating Co., Chicago, Ill. 

Features: Heating panels come 
in 2, 5, and 8’ lengths. Can be flush 
mounted or recessed against the 
studding as desired in four easy 
steps. Back panel with heating ele- 
ment is screwed or nailed into studs. 
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BEFORE YOU BUY, THINK: 


Will your air-cooled condensers sound like thunder? 


Not even from close up 
if they're by Halstead & Mitchell 


Fan noise, vibration and rattling have been engineered out 
of H&M air-cooled condensers. Deep pitch fans are run at 
slow speeds. Casings are rugged; won’t loosen with use. 


H&M condensers are completely dependable. The large 
coil and exclusive Turbu-Flo fins improve heat transfer by 
up to 15%. Fins are spaced widely to avoid clogging by dirt 
and other air-borne particles. 


Winter operation is easy, too, with H&M’s special modu- 
lating valve. Halstead & Mitchell air-cooled condensers are 
available in propeller fan or blower models. Multiple cir- 
cuiting at no extra cost. Ask your local distributor for com- 
plete information, or write to Halstead & Mitchell, Bessemer 
Building, Pittsburgh 22, Pa. 


Water-Cooled Condensers - Cooling Towers + Air-Cooled Condensers - Finned Coil Products 
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H&M AIR-COOLED 
CONDENSER 
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“0. E.M.Engineered”.... 
by REFRIGERATION RESEARCH 


©Products of Refrigeration Research 
Pi designed, engineered and built to 
the exacting requirements specified 
@ by original equipment manufacturers. 
These same high quality refrigeration 
e@supplies are now available through 
ur wholesaler look for the Bull 
ebos seal when you buy. 


SUCTION ACCUMULATOR 


Compressor damage due to 
slugging ends once and for 
all with the installation of 
the Refrigeration Research 
Suction Accumulator. 


Easily and quickly install- 

ed in the suction line just 

ahead of the compressor, 

it meters refrigerant and 

oil back to the compressor 

at a controlled rate....even 

though several pounds of refrigerant 
may suddenly return through the suction 
line compressors go to work quietly 
and safely. 


ieee dteeneniiniereeemennmentesmmeetintteaiaes 
Driers - Receiver Driers - Receivers 
Accumulator Driers - Accumulators 
Suction Accumulators - Manifolds 
Heat Exchangers - Strainers - Mufflers 
eabaseeeedetameneenatlimmnestatanpeaenigemdemmenmeciee 


Write for catalog 
or contact your 
wholesaler. 


ae ee 1S 0) 


wi 


Power is connected to splice box by 
bringing in two wires from rear, bot- 
tom or sides using raceway. Cover 
panel and corner pieces are snapped 
in place. Finished panels have spe- 
cial finish which bonds paint without 
a primer. 
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Water Quench Tank 
Product: Self-contained, refrig- 
erated water quench tank. 
Manufacturer: Webber Corp., 
Indianapolis, Ind. 
Features: Sufficient mechanical 
refrigeration capacity to lower tem- 


perature of 50 lbs. of aluminum 
components or rivets from +1000 F 


For Accurate TEMPERATURE RECORDS 


at MODERATE COST 


aaa AVAILABLE 
One Rotation 
Temperoture of Chort 
Ronge 
7 7 Deys 
24 Hours 
24 Hours 
24 Hours 
7 Days 
24 Hours 
24 Hours 
24 Hours 
7 Deys 
24 Hours 
24 Hours 
24 Hours 
8 Hour 
24 Hours 
24 Hours 
24 Hours 


scugsesss 


Uae ia Cera clas 


BULB-TYPE (illustrated) —For recording temperatures at a distance 
BI-METAL TYPE — For recording temperatures in surrounding air 


Portable—easily carried. Can be set on flat surface or hung on wall 
Spring-wound instrument-type clock: 3 standard movements—8 hours, 


24 hours or 7 days 
Instrument measures 442” x 5142” x 712” 


Pen and its actuating components are in door 


type to bulb-type 


; uses 41/4” diameter charts 
Chart graduations easy-to-read; spaced uniformly over full range 


Doors are completely 
interchangeable to convert to any temperature range, or from bi-metal 


Also available: (1) Interchangeable door with electro-magnetic 


armature to record running time of motors 


burners, solenoid 


valves, etc. (2) Two-pen doors for recording temperature and elec 


trical operation on same chart 


Write for Leaflets 786 and 872 


JORDON 


to 34 F in 90 seconds. Has air lift. 
top opening lid. Inside tank di- 
mensions are 37” diameter, 57” high. 
Outside cabinet dimensions need 48 
x 48” floor space. Maintain tempera- 
ture accuracy of plus or minus 1 F. 
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Filing System 
Product: Tube filing system for 
rolled prints, or drawings. 
Manufacturer: Plan Hold 
Corp., South Gate, Calif. 
Features: Roll file units meas- 
ure 12” wide, 4” high, by tube 
length which ranges from 27 to 33”, 


254” dia. Units can be assembled 
for desk top mounting or under-sur- 
face table mounting. Steel filing 
cabinet with cylinder lock handle is 
available. Will accommodate a to- 
tal of 12 roll file units. 
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GET YOUR 
sara: 


cL 


COMPLETE LINE 


V Reach-in Refrigerators 
V Combination Refrigerator- 


IMMEDIATE DELIVERY | v Urrisht Food Freezers 


FROM FACTORY OR A 
WAREHOUSE NEAR YOU!! 


V Wall Display Cases 
V Beverage Coolers 
V Walk-in Coolers & Freezers 


Request Catalog ‘J-59" 


New 


1959 


COMMERCIAL REFRIGERATOR CO. 
pri ae so 


CATALOG 
AVAILABLE 
NOW! 


BACHARACH INDUSTRIAL INSTRUMENT CO. 
200 N. BRADDOCK AVE. © PITTSBURGH 8, PA. 1-25 
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To the man who asks: 
“What's in it for me?” 


You've probably read... or heard... about the Seal of Certifi- 
cation Program for unitary* air-conditioners. You probably know 
that it was developed by the Air-Conditioning and Refrigeration 
Institute in cooperation with the National Warm Air Heating and 
Air Conditioning Association. 


“All right,” you say. “So what’s in it for me?” 
Good question. And it has some good answers. For instance: 


YOU CAN NOW SPECIFY WITH ASSURANCE, because 
this program takes the guesswork out of a complete system. Of 
course, it’s still up to you to determine the total cooling capacity 
needed, but now you'll be working with units of assured capacity. 


YOUR SERVICE CALLS AND EXPENSES SHOULD BE 
REDUCED. You'll eliminate many headaches caused by units 
which do not perform satisfactorily under adverse conditions. This 
is because ARI-certified equipment, in addition to meeting ARI 
capacity-rating standards, is also subject to a number of rigid 
performance and safety tests. Among these are tests covering 
insulation efficiency, condensate disposal and performance under 
maximum operating conditions. With these additional assurances 
of guaranteed performance, your customers will be happier... 
and so will you. 


YOUR SELLING JOB WILL BE EASIER. Too often, a custo- 
mer decided not to buy, because he was confused. He didn’t know 
what to believe among so many conflicting and ambiguous claims 
about performance. Now, you can present a factual, uncompli- 
cated selling story about units with the Seal of Certification. 
Customers can readily compare brands by the same standard of 
rating capacity ...and then decide what other features... and 
price range... they want. 


That’s what’s in it for you. 


Any more questions? You'll find the complete 
story of this program in the free ARI explanatory 
booklet (available also in quantity for your 
customers). For your copy (and a copy of the 
Directory of participating manufacturers and 
their models), write to: 


Chief Engineer, Dept.J-5, Air-Conditioning and 
Refrigeration Institute, 1346 Connecticut Ave., 
N.W., Washington 6, D. C. 


**Unitary” air-conditioners: all packaged air- 
conditioners, whether single units or combined 
units (called ‘split’? systems) up to 135,000 btu 
incapacity, but not including room air-conditioners 
or heat pumps. 


Manufacturers participating in the program: 


Airtemp Division, Chrysler Corporation ¢ Amana Refrig- 
eration, Incorporated e American Furnace Company e 
American-Standard Industrial Division, American Radia- 
tor and Standard Sanitary Corporation (Formerly American 
Blower Division) ¢ Arkla Air Conditioning Corporation e 
Armstrong Furnace Company, Division of National Union 
Electric Corporation ¢ Bryant Manufacturing Company, 
Division of Carrier Corporation ¢ Carrier Corporation ¢ 
Columbia Specialty Company, Incorporated e Continental 
Manufacturing Company ¢ Coolerator Division, McGraw- 
Edison Company ¢ Curtis Manufacturing Company e 
Day and Night Manufacturing Company, Division of 
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Carrier Corporation « Florida Warren Corporation « Fraser 
and Johnston Company e Friedrich Refrigerators, Inc. « 
Frigidaire Division, General Motors Corporation ¢ Gaffers 
& Sattler, Division of Utility Appliance Corporation 
General Electric Company e Gibson Refrigerator Company, 
Division of Hupp Corporation . Grove Furnace, Inc 

e Hall-Neal Furnace Company ¢ International Heater 
Company ¢ Janitrol Heating & Air Conditioning Division 
Surface Combustion Corporation ¢ Lennox Industries Inc. 
e The Majestic Company e The Mathes Company, Division 
of Glen Alden Corporation « Miami Products, Inc. ¢« Mueller 
Climatrol, Division of Worthington Corporation ¢ National 
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Thermatic Corporation ¢ National-U.S. Radiator Corpora- 
tion e The Payne Company, Division of Carrier Corporation 
e Peerless Corporation ¢ Perfection Industries, Division of 
Hupp Corporation e Rheem Manufacturing Company e 
Round Oak Company of Indiana, Incorporated e A. O, 
Smith Corporation ¢ Southwest Manufacturing Company e 
Therm-Air Manufacturing Company ¢ The Trane Company 
¢ Typhoon Air Conditioning Company, Division of Hupp 
Corporation ¢ United States Air Conditioning Corporation 
e Westinghouse Electric Corporation « Worthington Cor- 
poration ¢ York Corporation, Subsidiary of Borg-Warner 
Corporation 


91 
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»+-FOR EASIER 
FASTER SERVICING 


Pat. Pending 


Designed for convenient charging, purging, 
— etc., this new compact unit features 
an all brass forged body, easy-grip hand 
wheels, Teflon packing and seat for posi- 
tive shut-off. quipped with dual scale 
24% inch pressure and compound gauges. 
Hose connections 4, inch male flare, gauge 
connections 4 inch female pipe thread. 


denchra 


HANDY HOSE HOLDER 


Attaches to back of testing unit so free end 
of hoses can be conveniently coupled when 

on in use. Keeps them dry and free from 
irt. 


see your MADDEN wworesater 


MADDEN BRASS 'Tiurant 


AURORA 2, ILLINOIS, U.S.A. 


EHPORT, Ad Avrieme 05 Breed St. Mew Yor WY 


HEATING COST CHART 
Continued from page 70 


ficiency of at least 70% under 
constant operating test to be AGA 
approved, the efficiency falls off 
rapidly when the furnace operates 
on a short cycle. Therefore, in the 
operating range of temperatures 
down to the heat pump balance 
point the gas furnace works at 
33-1/3% efficiency. Of course at 
temperatures below the balance 
point the gas furnace becomes 
more efficient, and reaches 70 to 
80% when the outside tempera- 
ture is low enough to cause the 
furnace to run continuously. 

“Bear in mind, though, that 
65% of the calculated heat loss of 
a structure is adequate to maintain 
comfort conditions during 94% of 
the heating season. The other 35% 
capacity that we install is to take 
care of the 6% of the heating sea- 
son when temperatures fall to the 
outside design temperature.” 

I sincerely hope that this ex- 
planation will clarify my calcula- 
tions for you and for any other 


readers who may have been con- 
fused by the information present- 
ed in this table of heating cost 
comparison. 


Mr. Green acknowledged Mr. 
Farr’s reply as follows: 


Mr. Farr: 


You certainly are to be commend- 
ed for bringing out a concept re- 
garding heating efficiencies which 
very few people think about as much 
as they should. 

We have felt for some time that 
basically the average furnace in- 
stalled in the United States today is 
considerably oversized for at least 
95% of the time it is being used. As 
you well know we size to extreme 
conditions, and consequently waste 
a lot of heat any time when con- 
ditions are not at this extreme point. 

We believe that the concept you 
offer is going to be absolutely es- 
sential if electric resistance heating 
and the heat pump are to become 
predominant in the heating market 
today. 

Thank you for clarifying this point 
for us. We look forward to reading 
more of your interesting articles in 
this series. 


STIC-KLIP 


Do’s and Don'ts For Insulation Application on Air Ducts and Apparatus 


DON’T DEPEND ON BANDS. 
Banding breaks down corners, cuts into insulation, 
distorts ducts, permits insulation to sag. 
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DON'T PUNCTURE DUCTS— 
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, Use SthieKleps 


@ Stic-Klips become an integral part of Air Duct. 
@ Stic-Klips hold insulation mechanically in compression. 


@ Stic-Klips hold insulation firmly and in close contact with air duct. 
@ Stic-Klips secure wire or loth for reinforcing secondary finishes 

@ Stic-Klips do a neater job and save labor. 

@ Stic-Klips are available for practically all types of insulations. 
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SEAL STOP 


the drip 


the cracks 


END 


condensation 


Do it the easy economical way with 
“VIRGINIA” PRESSTITE INSULATION PRODUCTS 


VascoCel Tubing & Pipe Insulation—Stops dripping pipes, 
gives thermal insulation up to 220° F. Is resistant to fire, acids, 
oil and fungi. Soft, flexible and durable. Slips on easily over 
tube or pipe. Can be slit lengthwise to fit on pipe which has 
already been connected. 


Presstite Insulation Tape—Stops cold pipe dripping, in- 
sulates up to 165° F. Tape roll can be carried about conven- 
iently, applied in a jiffy. Sticks to any dry metal surface, never 
becomes hard or brittle. Just the thing for quick, on-the-spot 
insulation. 


ESOTOO « V-METH-L « CAN-O-GAS « VASCOCEL « PERMAGUM « PRESSTITE TAPE « SUNISO REFRIGERATION OILS 
WATER TREATMENT CHEMICALS ¢ NATIONAL SALES AGENT & REPACKER FOR DU PONT’S FREON REFRIGERANTS 


Permagum Slugs & Cords—Use slugs for tightly sealing all 
openings—seams, copper tube, BX and conduit entries— 
against moisture. Protects insulation. Nonshrinking, will not 
age harden. Cords are ideally shaped for use around display 
cases, freezers, coolers, etc. 


“Virginia” Presstite Insulation Products—One segment of 
a complete, dependable line of products for the refrigeration 
industry. Ask your nearest “Virginia” wholesaler about them 
—or write Refrigeration Division, VIRGINIA SMELTING 
COMPANY, 501 Jefferson St., West Norfolk, Va. 


IN 


Available in Canada and many other countries 
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PENN CONTROLS MOVES 
5 DISTRICT OFFICES 

Penn Controls, Inc., has relo- 
cated five of its district offices. 

Penn’s eastern regional ware- 
houses and New York district of- 
fice have been consolidated at 
1024 Edgewater Ave., Ridgefield, 
New Jersey. Warehouse manager 
is Raymond P. Burke. 

A new district office has been 
opened at Birmingham, Ala., lo- 
cated at 713 S. 59th St. William 
P. Marshall is the district man- 
ager. 

The Atlanta district office is 
now located in Doraville, Ga.. Box 
306. Joseph Chomel, who was 
sales engineer for the Atlanta dis- 
trict, has been named district man- 
ager. Harold King, former district 
manager at Atlanta, has been 
named manager of the Chicago 
district office which has been 
moved to 19W 645 Roosevelt Rd., 
Lombard, IIL. 


The Milwaukee district office 
has moved to larger quarters at 


4738 W. Lisbon Ave. Harold Gray 


A COOL TRAILER 


MOBILE HOMES get year-round air- 
conditioning in a packaged system that 


offers cooling and heating from one cabi- 


net. Developed by Carrier Corp., the 
system offers warm or cool air through 
the same ductwork which circulates air 
throughout the coach at the same tem- 
perature in winter and summer. About 24 
manufacturers are now installing the units 
in their coaches. In most cases the heat- 
ing unit is installed, with the cooling sec- 
tion added in the lower part of the cabi- 
net by the dealer. 


BUY FROM YOUR 


NHAW GETS 18 MEMBERS 


Since the first of the year 18 
new members have been added to 
the roles of National Heating and 
Air Conditioning Wholesalers As- 
sociation. 


The new members include: Air- 
conditioning Equipment Co., Air- 
conditioning Utilities, Inc., Briggs 
Pump Co., and General Engineer- 
ing, Inc., all of Omaha, Neb.; 
Warm Air Products Co., Santa 
Ana, Calif.; Pioneer Metals, Inc., 
Miami, Fla.; Boston Machine 
Works Co., Lynn, Mass.; Chat- 
tanooga Royal Co., Chattanooga, 
Tenn.; Hugert Mfg. Co., Medina, 
Ohio. 


Phelps Dodge Copper Products 
Corp., New York, N.Y.; Wix 
Corp., Gastonia, N.C.; Owens 
Corning Fiberglas Corp., Toledo, 
Ohio; Great Lakes Sales Co., and 
Johnson Furnace Co., both of 
Cleveland, Ohio; Edwards Supply 
Co., Inc., N. Hollywood, Calif.; 
D. S. Fraser & Co., Ltd., Ottawa, 
Ont.; Heatcraft Supplies, Ltd., 
Vancouver, B.C.; Marathon Equip. 


is district manager. 


LA CROSSE 


Kube King, the leader in practical 
design, economical operation pro- 
duces approx 2,000 kubes every 
24 hours . storage bin holds 
about 75 Ibs . uses only 5 ats. 
of water per freezing cycle. 


CRYSTAL 
CLEAN 
/ CYLINDRICAL 
KUBES 
WITHOUT HOLES! 


REFRIGERATION WHOLESALER & Supply, Ltd., Toronto, Ont 


WAS 


é ep 
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Hold on there! Back up a bit: you just rushed by 
some pretty important information. Before you 
pass this copy of THE Bustness on to the 

next reader check it over once more. 

Did you spot the New Products pages? 

How about this month’s selection of free data books 


and catalogs? You'll find both listed on the 


Removable stainless steel front 


panel, 
out 
gadgets with modern Kube King 
engineering. 


LA CROSSE 


condensing unit, pulls 


Contents page. The handy Reader Service card 


tek aon” i 
a eee ee ae will bring you details on any of them. 


Just fill it out and drop it in the mail. 


Factory & Gen'l. Offices 


Cc Oo Oo L F ie . @ 3002 Losey Bivd., La cm Wis. 


Export Office: 60 E 42nd St.. New York, Cable: EXPEDITE 
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See what happens | when Wet, Dirty Refrigerant 
enters a OW FILTER-DRIER! 


FIRST--IT’S FILTERED 


This specially-processed, low-micron inlet filter is 
by a separate, placed ahead of the desiccant to trap and hold all 
low micron foreign matter within the filter and away from 


INLET FILTER 4 the desiccant. 


_ 
* * a 
THEN IT’S DRIED ie A This balanced blend of today’s most efficient desiccants 
ite ; Ce 


does the job it’s made for . . . fully effective moisture 
by clean, Pett and acid removal. It wastes no effort on filtering— 

: . P on * 
high-capacity os never coats or clogs with contaminants — remains 


® ET a ey : 
Permasorb ee ons, : clean and open-pored to absorb water to its full 
Aas 


capacity—provides longer, more efficient drying. 


S Nee ’ 
DOUBLY PROTECTED An additional low-micron outlet filter, plus screen, 


by an holds all fines and particles within the drier and out 


of expansion valves and critical parts. 
OUTLET FILTER 


RESULT: Only | clean, dry refrigerant reaches the system! 


The 


Only DFN Filter-Driers provide this separate inlet filtration and 
high-capacity drying to give longer, more dependable pro- 
| tection for your installations. Yet they cost no more to buy. 
Available at wholesalers everywhere in a wide range of 
factory-sealed and cartridge types. 


THE McINTIRE COMPANY, LiviNGSToOn, NEw JERSEY 


Drying and Filtering Specialists since 1925 
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OIL BURNER SERVICEMEN 
GET SPECIAL TEST 

A special test for oil burner 
servicemen and technicians is soon 
to be tried in the New York, 
New Jersey area, according to 
Oil Heat Institute of America, 
sponsor of the test. After an in- 
itial try-out period the tests will 
be conducted throughout the coun- 
try by educators and school de- 
partment people. Papers will be 
graded by OHI. 


The written examination will 


SELLS ITSELF 


take approximately 3 to 34% hours 
to complete. All those achieving 
a grade of 80 or better will re- 
ceive a diploma, lapel pin and 
pocket card from OHI. Questions 
were preparéd by OHI’s domestic 
education committee, headed by 
Robert W. Hundley, general sales 
manager, Wm. Steinen Mfg. Co., 
Newark, N. J. 


BUY FROM YOUR 
REFRIGERATION WHOLESALER 


MAKES EXTRA PROFITS FOR YOU! 


Easy to use—easy to sell! Patented Erecta 
Shelf is a low cost shelving tailor-made to 
sell with original walk-in cooler equipment 
or replacements 


Made of strong steel rods, capable of sup- 
porting 1000 Ibs. per shelf, Erecta-Shelf 
permits complete air circulation, and may 
be hosed down for easy cleaning! 


Each unit consists of uprights and shelves 
notched to friction-fit tightly and lock rig 
idly in place. No nuts or bolts are required! 
Assembly takes only minutes and new 
arrangements or additions may be made to 
accommodate items in all sizes, weights 
and shapes! 


Durable, lightweight, amazingly strong— 
designed to meet every storage need— 
Erecta-Shelf just about sells itself. One 
demonstration will sell you on this extra 
profit maker. Write today for details! 


ERECTA SHELF 
a quality product of 


METROPOLITAN WIRE GOODS CORP. 


N. WASHINGTON ST. and GEORGE AVENUE 
WILKES-BARRE, PA. 
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M-H CONTROL USED IN 
SOLAR HEATING SYSTEM 


A special control system has 
been designed by Minneapolis- 
Honeywell Regulator Co., for the 
University of Arizona’s Solar 
Energy Research Station, Tucson, 
Ariz. The building is to be both 
heated and air-conditioned 
through the use of solar energy. 

Major components of the con- 
trol system include two control 
panels, (one mounted in the lobby 
of the four-room office building 
and the other in the equipment 
room), three electronic amplifiers 
used as primary relays, several 
limit controls to initiate various 


SOLAR ENERGY CONTROL will be ef- 
fected through the special control sys- 
tem designed by Minneapolis-Honeywell 
Regulator Co. for University of Arizona's 
Solar Snergy Research Station. John E. 
Janssen, senior Honeywell research sci- 
entist is shown adjusting a dial on the 
main control panel. 


switching operations and a thermo- 
static-controlled three-way valve 
for modulating room temperature. 

A collector plate located on the 
roof collects solar heat in winter 
and dissipates heat at night in the 
summer. The heat storage system 
consists of an upper and lower 
tank filled with water, with stand- 
by heating and cooling provided 
through use of a heat pump lo- 
cated between the tanks. 


SELF-EXTINGUISHMENT Is 
NEW INSULATION FEATURE 

Development of “self-extinguish- 
ment” as a new feature of “Uni- 
Crest” insulating product has been 
announced by United Cork Co.’s. 
The new feature is expected to in- 
crease the product’s potential in 
refrigeration, building construc- 
tion, and transportation. 
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A Full Line of Truly Fine 
Residential Air Conditioners 


HORIZONTAL-FLOW 


i 


DOWN-FLOW 


Armstrong’s complete line of air conditioners provides 
the answer to any installation. Available in up-flow, 
independent up-flow, horizontal-flow, independent hori- 
zontal-flow and down-flow evaporator models, with con- 
densing units having cooling capacities of two, three and 
five tons. Only the finest quality components are used 
in the construction of Armstrong Air Conditioners. 
They’re designed for easy installation and long service- 
free performance — and they’re good-looking, too. 


Division of NATIONAL UNION fe ELECTRIC CORPORATION 
COLUMBUS OHIO 


It’s not too late to add this fine line of air condi- 
tioners for big summertime profits. Write today for full 
information on this complete line of residential and 
commercial air conditioners by Armstrong. 
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with OT tt 
condenser cleaner 


ANCO Condenser 
Cleaner removes mm 
scale and rust 
from condensers 
within 2 to 15 
hours, depending 
on scale thickness 
and composition. 
Following applica- 
tion, head pressure 
drops to normal 
and the condens- 
er’s efficiency is re- 
stored. Simply dissolve this dry 
formula in sump while system 
operates. It works quickly and 
safely and is equally effective in 
evaporative condensers and those 
with separate cooling towers. 
Ask your supplier about it. 


SPECIALIST IN MAKING WATER BEHAVE 


Anderson 


= aa 


iain cont 


Chemical Company, Inc. 


SUCH SERVICE 


Continued from page 51 


long. Small diners usually take a 
day. The size of the job and the 
user's experience determine the 
length of the instruction period. 

“But teaching a customer how to 
use his equipment is just one phase 
of our service. We pay meticulous 
attention to every other detail of 
our service operation, too, And we 
always try to make a customer feel 
that his service dollars are well 
spent. 

“We know prospects consider 
service very important,” Blakeslee 
continues, “and what we offer them 
often turns the tide on jobs that 
seem lost. Actually our service 
department, managed by George 
Sontag, helps us close many a sale. 

“After a job is completed, we 
give the customer all of the manu- 
facturers’ data, instruction books, 
and any other pertinent material. 
Many people never bother to return 
warranty cards to the factory, so 


way all he has to do is sign the 
card and mail it. 

“We tell the customer’s mainte- 
nance personnel everything that 
they should know about our equip- 
ment. We also offer them our 24- 
hour emergency service. 

“After the merchandise is de- 
livered, Mr. Schultz himself writes 
a personal thank-you letter to the 
customer for added satisfaction. 

“The best way to learn if you’re 
satisfying the customer is to get his 
comments. We send special cards 
to customers asking for their opin- 
ions of us — good or bad. We pay 
the postage both ways, and through 
the years about 40% have been re- 
turned. Our field service engineer, 
Charles Baird, quickly follows up 
any complaints. As far as we're 
concerned no complaint is too 
small for this personal attention. 
All returned cards are posted on 
the bulletin board for the service- 
men to see. 

“Service always has been our 
Golden Rule,” Blakeslee observes, 
“and over the years nothing has 
happened to make us operate any 


we fill them out completely except 


Box 1424 ¢ Macon, Georgia Pig aa 
for the customer’s signatures. That 


CO Pe PM OS OSE LL differently.” 


REPEAT PERFORMANCE... 


and YOP=DOLLAR VALUE in: 


e Precision Charging Equipment 


e High Vacuum Pumps e Testing Instruments 
e Refrigerant Handling & Measuring Equipment 


SPECIFY AURGERCO PRODUCTS! 


See your Portable 


KC-8R 
wholesaler High Midget 
it Vv Service 
or write us — Station 
for complete w 
catalog. 
a 


a 5 inch 


Commercial Mercury 
& Industrial Manometer 


Motor Analyzer 


Heavy Duty 
Three Wire 
Test Cord 


AIRSERCO MANUFACTURING CO. pittsBURGH 13, PENNSYLVANIA, U.S.A. 


Airserco has built more refrigeration testing equipment than any other company in the world. 
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ONE NAME... 


One Independent Company, 
One Standard of Excellence 
Since 1853 


\ 


ee ey LS “ F 


4 


We're decidedly in business at the 
old stand, under the same experi- 
enced management as heretofore, 
and welcome the chance to serve 


| 


both old and new customers, Let 
us quote on your air conditioning, 
refrigerating or ice-making needs: 
write... 


Steam-driven compressor installed This enclosed type ammonia com- 

in 1887 at Gipps Brewery, Peoria, pressor introduced in 1915, was 

lll. In service 60 years. used at Spath's Market, Portland, 
Ore., until the 1940's. 


“he 


“ECLIPSE” compressors, with 2, 3, 4,6 or 9 
cylinders, handle any refrigerant, at any 
temperature, on any load. 


The Celanese Corp. uses 10,000 tons of refrigeration in its plant near Cumber- 
land, Md. Here Frick heavy-duty compressors have operated 30 years. 
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Install Insulation with 


TUFF-BOND 


Super-Strength Adhesives 


TUFF-BOND #7 


... fire-retardant adhesive for 
installing insulation 


TUFF-BOND M-102-H 


... economical duct liner adhe- 
sive 


TUFF-BOND 21-C 


...Clear lap sealer and lap 
adhesive 


TUFF-BOND 21-W 


... white lap sealer and lap 
adhesive 


TUFF-BOND #500 


... exceptionally high-strength 
chemical-set adhesive with wide 
thermal range -100° F. to 
400° F. 


TUFF-BOND #1000 


... high heat resistance for 
bedding and installing high 
temperature insulation 


TUFF-BOND #12 


... high pressure duct sealer 


TUFF-BOND QUIK-SET 


..- nheoprene-base, fast-setting 
adhesive. Recommended for 
installing metal and nylon 
hangers to smooth surfaces. 


TUFF-BOND GENERAL 
PURPOSE 


... all-around adhesive for in- 
Stalling insulation, insulation 
hangers, etc. 
Ask for descriptive 

literature and prices. 


GOODLOE E. MOORE 
aa * : a et: : 
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CARRIER COOLS SAILING 
MISSILE RESEARCH BASE 

A mobile missile research sta- 
tion, the S. S. American Mariner, 
is enroute to the South Atlantic to 
take up vigil for the 5,000 mile 
Atlantic test range from Cape Ca- 
naveral, Fla. It will be located far 
off regular shipping lanes. 

The refitted cargo vessel carries 
the latest instruments which offer 
the greatest variety of most pre- 
cise data yet obtained on missile 
fired by the U. S. military services. 

Eleven air-conditioning systems, 
supplied by Carrier Corp., remove 
the great quantities of heat gen- 
erated by electronic equipment for 
radar and optical apparatus. Nine 
of them make living and working 
conditions habitable for 52 tech- 
nical personnel and the ship's 
crew. 

Of the total of 285 tons provided 
by four reciprocating refrigera- 
tion units, two of the systems use 
55 tons to cool electronic equip- 
ment directly. Information collect- 
ed on experimental missile flights 
will supplement data now recorded 
by Air Force ground stations, 


SCALE... SLIME... 
SLUDGE ... ALGAE... 
but SAVE the EQUIPMENT! 
For Easier Work . . . More Satisfied 
Customers .. . DEMAND... 

VAPCO SCALE REMOVER 

The SAFE cleaner in powder form! 
VAPCO-HIB 

For those who “Make Their Own" cleaner! 
VAPCO-PHOS NUGGETS 

To keep cleaned jobs really clean! 
VAPCO SLIME-X 

To knock out algae and slime! 
VAPCO Ice Machine Cleaner 

Safe for all makes and models! 

Complete literature on request 


or see your dealer — TODAY! 


ARPANTEEDO 


A 


MANUFACTURED BY 


the Ae ESE AIT © 


SAINT tours 23 mMissouemt 
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How does a 
nylon 
lower 

stem 
improve a 
line valve? 


* easy Seating 
* positive seal 


*reduces size 
of valve 


© wide temper- 
ature range 


* non-perforated 
diaphragms 


* never softens 


these advantages 
are yours plus 
all the design 
features of 
metal-to-metal 
seal in the 
packless 
construction. 
You should be 
using Tuffy 

line valves— 
save installation 
time—lower 
costs. 


Write today for more 
“TUFFY” 
valve information 


valve & fittings co. 
pittsburgh 26, pa. 
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Modern air-conditioned home of Kal, Ehrlich & Merrick, Washington, D.C. advertising agency 


“Nothing to do—but enjoy it, 
with our all-year READY-POWER GAS air-conditioning! 


Says Harry L. Merrick, Sr. 

President, Kal, Ehrlich & Merrick 

Advertising Agency 

“Only the best air-conditioning system would do 

for our new building, and experience proves the 

best is definitely gas”, continues Mr. Merrick. “Our 

Ready-Power air conditioner gives us the exact cli- 

mate control we want... and it’s extremely inex- 
pensive to operate.” 

Ready-Power's variable speed operation offers 
constant, precise control of humidity and tempera- 
ture without the variations common to on-off sys- 
tems. Because they combine the outstanding 
economy of gas fuel with automatic metering to 
match the load on hand, Ready-Power units have 
the lowest known operating costs... less than a 
penny per ton per hour! 

For information on how you can benefit by in- 
stalling modern Gas air conditioning equipment, 


i RM = A a om 
“This is our Gas-fired READY-POWER compressor. It’s absolutely 
care-free and as thrifty to operate as we could wish.” 


ae 


call your Gas Company’s commercial specialist or 
write to the Ready-Power Company, Detroit 14, 
Michigan. American Gas Association. 
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PROVEN 
BEST! 


FOR ALL 
MAKES 
OF ICE 

MACHINES 


VAPCO 


ICE MACHINE CLEANER 


The ORIGINAL LIQUID Ice 
Machine Cleaner. Works fast 
yet safely. Produces FRESH 
SMELLING flakes and cubes. 


No danger from toxic residues 
because it's FOOD GRADE. 
Simple and safe to use with 
ANY machine. 

1. Goes into solution quickly — 

even in COLD water. 

2. No undissolved crystals left. 

3. Removes more scale per ounce 

of cleaner. 

Now, in Safe, Mailable 8 oz. 
Plastic Bottles and 200 ib. Drums 
Complete literature on 


request of see your 
dealer TODAY! 


GARMAN 
COMPANY 


$7. LOUIS 23, m0 




































LITTLE GIANT 
PUMPS 


eM eM al: 


TCTs 
eum) ela) 


@ Volume can be controlled 


for maximum effectiveness 


eee li Mme titty 


LITTLE GIANT 
PUMP COMPANY 
P.O. BOX 7025 
OKLAHOMA CITY, OKLA. 
New Home of 
Little Giant Pump Company 
Tripled Production Capacity 
to Meet Increasing Demand. 


THE GROUND FLOOR 


Continued from page 65 


his present equipment, and how he 
can improve it, you demonstrate 
your interest in his problems. 


Comply with building re- 
quirements. Many users of re- 
frigeration and air-conditioning 
equipment are tenants, and have 
to comply with regulations im- 
posed by landlords. These involve 
such considerations as noise, ap- 
pearance, weight, structural alter- 
ations, and availability of utilities 
and sewers. 

As the contractor it is part of 
your job to show the building 
management or owner how your 
equipment can be installed to com- 
ply with reasonable requirements. 


Use cost saving materials 
and methods. New materials are 
constantly being developed to 
simplify installation and reduce 
on-the-job labor. Familiarity with 
all new materials and tools which 
can save time and money is es- 
sential in a competitive business. 


Be sure you have the right tools 
and materials for the job. 


Go easy on alterations. The 
reluctance on the part of owners 
to permit building alterations is 
a principal deterrent in selling re- 
frigeration and _ air-conditioning 
equipment. Such alterations can- 
not always be avoided entirely, but 
the contractor who can keep them 
to a minimum is most apt to get 
the job. So study the job thor- 
oughly and be prepared to sub- 
mit a design which will keep alter- 
ations to a minimum. 


2 AAF OUTLETS COMBINE 
Two New York State representa- 
tives for American Air Filter Co., 
Inc., have combined their opera- 
tions. Paul H. Chartres, Albany, 
and William L. Jacobs, Schenec- 
tady, have merged their firms into 
one operation known as Air Equip- 
ment Co. The new firm is in Al- 
bany and is the sales outlet in up- 


state New York for AAF. 


BUY FROM YOUR 
REFRIGERATION WHOLESALER 








Easily Installed LITTLE GIANT Units 


MEAN MORE PROFIT FROM 
YOUR REPLACEMENT MARKET 


Little Giant Pumps can mean more profits for you. In applica- 
tions where space is limited and low pick-up, high volume is 


required, Little Giant Pumps are the answer... 


and they can 


be installed in a matter of minutes. Write for our catalog, 


today! 
2-SPB SCREENED 
BOX PUMP 

Little Giant screened box pump 
is economically priced... 
available with either automatic 
or manual switch. Long service 
. « . low operating cost. 


CAT. NOS. 
2-SPB, 2-SP, 
3-SP 
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2-HBK HUMIDIFIER 


Automatically controlled humid- 
ifier is for central heating in- 
stallations. Little Giant is most 
effective, efficient and trouble- 
free. No jets or nozzles. 110 V, 
60 cycle humidifier is easily in- 
stalled, silent in operation. 
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..-for the smaller 
or project home 


Just add an optional return air cabinet (which fits either 
side or the rear) and this gas or oil Hi-Boy quickly becomes 


a Lo-Boy! 


° EIGHT MODELS 


GAS 
80,000 to 125,000 BTU input 


OIL 
85,000 to 112,000 BTU output 


@ Readily adaptable for summer cooling 


@ Compact for close clearance installations 


Add heating to your profitable cooling. Our factory- 


trained men will help . . . write 


INTERNATIONAL HEATER CO. 
UTICA 2, NEW YORK 


COOLING 
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SPORLAN SALESMEN HELP COMPANY CELEBRATE SILVER ANNIVERSARY 


BANNER TELLS STORY as Sporlan Valve Co. marks its 25th anniversary with a national sales meeting and company conference. The 


group visited the firm's factories, met with company executives, the 


n traveled to Grafton, Ill., 


for a three-day sales meeting. Front row, 


left to right: P. J. McCarty, D. B. Rentsch'er, D. M. Lawson, L. N. Townshend, M. L. Moore, J. A Hogan, F. G. Jaeger, E. C. Fockler, 
F. B. Watts, F. L. Vaughn, C. C, Grote, H. F. Spoehrer, F. C. Hawco. Back row, left to 
right: J. J. Mays, T. E. Enos, J. T. Barry, L. F. Donegan, T. J. Allen, E. P. Sullivan, W. A. Reichenbach, A. Owens, W. F. Wischmeyer, 
R. R. Nolet, H. S. Jordan, W. H. Krack, and J. E. Dannels. 


T. H. Silary, R. L. Vandiver, R. D. Hutchings, 


CARRIER GETS CONTRACT 
FOR SUBMARINE COOLING 


Contracts for supplying refrig- 
eration equipment for cooling and 
dehumidifying re-circulated air in 
five Polaris submarines have been 


PAINT A PROFIT 
PICTURE... 


turn your prospects into customers with the 
METER-MATIC Daily Savings Plan for Commercial 
Refrigeration Equipment! 

Your customers are in the eat. 

habit of paying daily for 3 

their supplies . . . now sell 

them needed, new refriger- 

ation equipment the same 

way—just a few quarters a 

day . . . right from the till 

with METER-MATIC Coin 

Meters! 


Only METER-MATIC gives you 
all these... 


@ DELINQUENCY PAYMENT 
FEATURE 


@ UP TO $300 COIN 
CAPACITY 


@ 23-QUARTER PRE. 
PAYMENT FEATURE 


@ 26 DIFFERENT PAYMENT 
PLANS 


Buy direct and save... . 
low in cost—simple to in- 
stall—fully guaranteed. 


Write for Bulletin # 59 Mm 
/ferer-JTA rie. 


greatest name in 
COIN METERS 


INTERMATIONAL REGISTER CO 
2626 W Washington Bivd . Chicag 
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awarded Carrier Corp. The 380’ 
ballistic missile ships now being 
built for the U. S. Navy will use 
five ductile iron reciprocating-type 
chilling systems providing a total 
of 300 tons capacity. 


Self-Contained Units 


Mode! PA-30-1 


QUIET COOLING 
Is 
PROFITABLE COOLING 


You'll get added sales from quiet, effi- 
cient installations —the kind you make 
easily with compact Comfort-Aire. Avail- 
able in summer-winter heat pumps or 
straight cooling only. UL Approved. 

® Space Saving 

© Efficient and Adaptable 

® Tested and Guaranteed 


Comfort-Aire 


HEAT CONTROLLER, INC. 
JACKSON, MICHIGAN 
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MANAGER APPOINTED 

Fred F. 
pointed manager of the contract 
division for Refrigeration Sales 
Corp., Cleveland, Ohio, according 
to its president, Warren W. Farr. 


ICE TROUBLES? 


que 


Olland has been ap- 


op”) 
«ce? . 


Bad tastes 
or odors? 


Atl 


ii 


FASTER ! 
EASIER ! 


See your wholesaler or write 


CHEMICAL SOLVENT CO. 


P. O. Box 487 °* 


SAFER ! 


Birmingham, Ala. 
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Dealer-Distributor 


APPOINTMENTS 


Raub Supply Co., Lancaster, 
Pa., has been named distributor 
for the Fedders Quigan Corp. 
line of air-conditioners and de- 
humidifiers for the area of cen- 
tral Pennsylvania. 

Raub will do business with about 
500 dealers in the area including 
Harrisburg. Lewistown, Williams- 
port, York. and Lancaster. 

In addition to its main office in 
Lancaster, Raub will service and 
warehouse Fedders products 
through its branches in Harris- 
burg and Williamsport. 

George Hartman Jr., is general 
sales manager. Stuart Raub is 
treasurer. 


Buensod-Stacey, Ine., has ap- 
pointed H. L. McMurry & Co. to 
sell its dual-duct equipment in 
Florida. The new representative 
has offices in Daytona, Jackson- 
ville. Miami, and Orlando. 


Six new franchised associates 
have been named by York Corp., 
subsidiary of Bork-Warner, for its 
industrial air-conditioning and re- 
frigeration products. 

They are: Valley Engineering 


Co., Jenkintown. Pa.: Super Sup- 


ply Co.. Inc., Greenville, S. C.: 
Bailey Corp.. New Orleans, La.: 
T. Louis Murray. Inc., Columbia. 
S. C.: Hansen's. Inc., Modesto. 
Calif.: Shuman Co., Charlotte. 
North Carolina. 


Stewart S. Cavin has been ap- 
pointed a_ factory representative 
for S & R Soda Fountain Mfg. 
Co., Ine. Cavin will cover the 
middle eastern coastal area. 


Appointment of George L. 
Johnston Co., Detroit, as distribu- 
tor of Carrier Corp. air-condi- 
tioning and heating equipment for 
the state of Michigan, has been 
announced. 

Johnston heads the 
firm which started in 1937. 


Gee rge e 
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Trion, Ine. has appointed two 
new representatives for their com- 
mercial and industrial units. 

They are: Rupert-Ryan Co., 
Cleveland, Ohio; and James R. 
Mason & Co., Charleston, W. Va. 


C. Paul Richardson has been 
named manufacturer’s representa- 
tive for refrigerated dairy cabinets 
in the northern midwest section of 
the country by the Refrigeration 
Div. of Brewer-Titchener Corp. 


Five new sales representatives 
have been appointed by the air- 
conditioning department of In- 
dustrial Acoustics Co., Inc. The 
representatives will sell packaged 
silencing equipment for air-condi- 
tioning and ventilating systems. 

They include: Vernon S. Tupper 
Co., Nashville, Tenn.; E. M. Paul- 
lin, Inc., Buffalo, N. Y.; Ray F. 
Bauer Co., Wichita, Kan.; Heaven 
Engineering Company, Kansas 
City, Missouri; and R. E. Pauling, 
Tulsa, Oklahoma. 





for (BISTUER 


COOLING 


go NOR-LAKE all the way 


MILK AND BEVERAGE COOLERS 


Model SCP-6 
Dry Bottle Cooler— Features clean-line 
design, recessed toe space, two-way blowers 
and heavy duty compressor. Baked enamel 
or stainless steel. No installation neces- 
sary. 24 models, up to 48 12-0z.-bottle case 
capacity. 


DIRECT DRAWS 


Model 3KR 
Here’s Cold Dome refrigeration right to 
the faucet tip—a Nor-Lake exclusive! 
Styled with rounded edges for safety and 
easy cleaning. Baked enamel or stainless 
steel. 12 models with up to 4 keg capacity. 


Model LSCP-6 


Lo Boy Beverage Cooler — Perfect for under 
counter use—just 344” high! E-Z slide 
lids disappear completely. 18 models—up 
to 40 12-0z.-bottle case capacity. Baked 
enamel or stainless steel. 


ICE CUBE MAKERS 


Model SCIM-25 


Fill trays with one hand, without spilling, 

in this handsome self-contained unit. 4% 

bushel storage (630 cubes) with extra bushel 

freezing! Baked enamel or stainless steel 
several models. 


WRITE FOR FULL INFORMATION AND SPECIFICATIONS: 
IDS R SERRE RE RRR R EERE REE 


NOR-LAKE, Inc. 
Second Ave. and Elm, 
Hudson, Wisc., Dept. 202 


NEED IT NOW ? 
NOR-LAKE can ship 
now—all models kept in 
stock! 


Please rush FREE illustrated information on 


|_| Bottle Coolers 
| Other 
NAME 


ADDRESS- 


Direct Draws 


J} Ice Cube Makers 





City 


STATE 
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and what good leader isn’t 


WAY OUT IN FRONT 


and deservedly so! 


KRAMER’s largest UNICON has 50% more ca- 
pacity than any other! > New, all aluminum 
casing ends rust and corrosion. Stands and 
structural steel are galvanized after fabrica- 
tion. pTime-tested WINTERSTATS prevent low 
receiver pressure and insure start-up under 
any weather condition. 


Available with horizontal or vertical air flow. 
Lowest silhouette. » Kramer’s UNICON is so 
quiet it can be used in unlimited multiples. 
» No one can match Kramer's 20 years of 
accumulated know-how in air-cooled condens- 
ing and no other air-cooled condenser can 
match the Kramer UNICON—the pioneering 
leader in the industry. 


WRITE FOR BULLETIN 


KRAMER TRENTON CO./Trenton 5, N. J. 


46 YEARS OF CONTINUOUS ACHIEVEMENT IN HEAT TRANSFER 


Circle No. 92 on Reader Service Card 


THE BUSINESS 





Circle No. 85 on Reader Service Card 


STOP 


Losing money during your 
slow season- 


LOOK 


At how easy it is to keep your 
mechanics profitably employed 
all year repairing hermetic com- 
pressors with a FRANKELL HER- 
METIC COMPRESSOR OPENER. 
Keep your shelves filled with re- 
built units so that during the busy 
season you can do more jobs in 
less time at a greater profit. A 
FRANKELL HERMETIC COMPRES- 
SOR OPENER opens any hermetic 
compressor up to 20" in diameter. 
No special jigs or skill required. 


LISTEN 


To the ring of profits the year 
‘round. Remember, when you re- 
pair hermetic compressors, the 
profits are big. So ACT NOW! 
Only $695 Ex Factory. Ask about 
our rental plan. Export facilities. 


FRANKELL MFG. CO., INC. 


1074 Home Street, New York 59, H. Y. 
WRITE DEPT. S for complete information. 


THE SIGNS OF DEPENDABILITY 


ir Conditioning 
RELAYS, OIL CAPACITORS 


and LEAK DETECTORS 
Authorized Factory Distributors 


Request our Catalog RC5-1 
Relay Divisi 


MOTORS & ARMATURES. Inc. 


31-24 14th Street * Long Island City 6.N.Y 
Sold through WHOLESALERS only 
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OPPORTUNITIES 


(Classified Advertising) 


Rates: for "Positions Wanted,"’ $6.50 minimum, 
limit 25 words. For all other classifications, 
$8.00 minimum for 25 words or under, each 
additional word 20¢. Boldface type or all 
capitals, $10.00 minimum for 25 words or under, 
each additional word 25¢. All classified ad- 
vertising payable in advance. 


REPRESENTATIVE SOUGHT 


MANUFACTURERS REPRESEN TA- 
TIVE To handle fast moving new 
line of air and water cooled chillers to 
plastics industry. Units are nationally ad- 
vertised and manufactured by well es- 
tablished company. Fine opportunity for 
aggressive rep with some refrigeration 
know-how to build business with ter- 
rific new product! Choice territories 
available now. Write Dept. R-3, Vic 
Mfg. Co., 1313 Hawthorne, Minneapolis 
3, Minn. 


NAMES NEW DISTRIBUTOR 
Dravo Corp., Pittsburgh, Pa., 
has been appointed distributor for 
Mundet Cork Corp. The Key- 
stone Div. will handle low, inter- 
mediate, and high-temperature in- 
sulation in pipe covering and block 
form, and insulating cements. 


You can do a bigger and better selling job 
with Coldin Cases . . . the largest and most 
diversified line of quality Commercial Refrig- 
erators in America. Get all the extra advan- 
tages that only the leader can offer. Call, 
write or wire for details and catalog today. 


COLDIN 


CABINET CoO., Inc. 
2800 Webster Ave., N. Y. 58, N. Y. 
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EAL ARYA 
PRUDENTIAL 


Oe Mee ue ul eal eal 
on 187 caissons resting on Niagara bedrock. 


Comparative analyses have led The 
Prudential Insurance Company of 
America and many other financial, 


commercial and industrial enterprises 


2 
eS) 


ss 


to select Temprite 
Ot dul: me A Ao 1 
fore) es 


ite h iol tw altel ee 
cut edge in 
ell A Ame Ra t-telie 
cut edge in 
styling. 


Consult Sweet's 
Architectural file 
or clip coupon 
for details 


a 
TEMPRITE PRODUCTS CORPORATION 
P.O. Box 72B, Maple Rd., Birmingham, Mich. 


Send me literature on Temprite self-contained 
water-coolers 


Company. 

Name 

Address. 

semen State. 
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BLEED-OFF 


Continuous bleed-off, or blowdown, 
is intended to reduce excessive con- 
centrations of dissolved impurities re- 
sulting from the evaporation of the 
cooling water. 


But . . . it is not effective if shut 
off or if water shortages restrict 
its use by local ordinance. 

Nor . . . does it compensate for 
acids formed from vehicle ex- 
hausts, industrial smoke or gases. 
Also . . . overflow bleed-off does 
not remove dirt, leaves, lint or 
paper—only monthly flushing will 
do that. 
However . . . years of success 
have shown that towers may oper- 
ate without a bleed. An average 
of | pound of SOLVEX MAIN- 
TENANCE per ton of refrigera- 
tion per month reduces scale and 
corrosion . . . neutralizes acid... 
and saves water. Only monthly 
flushing and SOLVEX MAINTE- 
NANCE is necessary. 


IT IS QUALITY THAT COUNTS 


SOLVEX 


Ultra Solvex 
Regular Solvex 
Solvex Maintenance 
Special Algae Control 
CSCO Ice Machine Cleaner 
Solvex Spray D-Greas-X 


CHEMICAL SOLVENT CO. 


P. O. Box 487 * Birmingham, Ala. 
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INDEX OF ADVERTISERS 


A 


Ace Pump Corp. 32 
Acme Industries, Inc. 52 
Aerovox Corp. a 
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THE BUSINESS 





BE SURE-—ask for 


Be sure your job can stand up in service. ANACONDA 
Refrigeration Tube is 99.9% pure copper, phos- 
phorus deoxidized—clean and dry—made to meet 
ASTM Specification B280-55T. 

Be sure you can make a fast, easy installation. 
ANACONDA Refrigeration Tube is consistently uni- 
form in gage, size, and temper. ANACONDA Fittings, 
Vibration Eliminators, and Tube are built to match. 
Be sure you get all these extra values — to protect 
your reputation and your profits, ask for Anaconda 
refrigeration products by name. 


SEE YOUR ANACONDA DISTRIBUTOR 


REFRIGERATION PRODUCTS 
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Music and fun in the children’s ward 
—on Junior Red Cross Visiting Day. 


Que Youttc aug “we med More fee. 


Row k’n rollers? That’s right. Rock 
n rollers in a children’s hospital. 

The three “ 
Junior Red Cross members who've 
taken an afternoon of their time 
to go to the hospital and entertain 
some little crippled kids. Reassur- 
ing, isn't it? 

They do things like 
time. Regularly 

20 million of our sons and 


daughters make up Junior Red 
Cross — the 


gang members” are 


this all the 
. Girls and boys. 


largest youth organi- 
zation in the country. Junior mem- 
bers take part in every one of the 
Red Cross service programs that 


young people can help to carry on. 

When disasters hit, Junior Red 
Cross volunteers help in many 
Ways—as messengers, typists, can- 
teen workers, information clerks. 
Many Junior Red Cross members 
have served with real distinction 
in disaster emergencies. 

Through the Gift Box Program 
in their schools, Juniors send re- 
lief supplies to children overseas. 
Like all Junior Red Cross activi- 
ties, this program is financed en- 
tirely by the Juniors themselves. 

Friendship between children all 
over the world is fostered by the 


Junior Red Cross correspondence- 
album and art programs. 


Junior Red Cross is 
every day, 


at work 
helping to build a 
strong, decent, responsible young 
America. 

These 


Worry 


are kids we don't have to 
Let’s be sure they 
know they can depend on us. 


about. 


OuUrc 


On the job when you need it most 








